Government  launches  HK$5B  tech  fund 


government  aims  to  disperse 
the  funds  in  five  years,”  said 
Sin  Chung-kai,  the  legislative 
councilor  representing  the  IT 
functional  constituency. 

“For  each  year,  they  [the 
officials  overseeing  the  1TF] 
can  have  a  maximum  disper¬ 
sal  of  HK$1  billion,”  said  Sin. 

According  to  government 
officials,  the  ITF  is  intended 
to  fund  four  categories  of 
projects: 

•  Research  and  develop¬ 
ment  projects  undertaken  by 
universities,  industry  support 
organizations,  trade  associa¬ 
tions  and  private  enterprises. 

•  Projects  that  stimulate  pri¬ 
vate-sector  interest  in  research 
and  development  through 
leveraging  the  knowledge  and 
resources  of  universities. 

•  General  support  activities  for 
projects  that  contribute  to  fostering 
an  innovation  and  technology  culture 
in  Hong  Kong,  such  as  conferences, 
exhibitions  and  seminars. 

•  The  ITF  will  also  provide  finan¬ 
cial  support  for  small  technology- 
based  enterprises  to  carry  out  pre- 
venture-capital  stage  research  and  de¬ 
velopment  activities  on  a  commer¬ 
cial  basis.  Funding  up  to  HK$2  mil¬ 
lion  would  be  provided  to  qualified 
companies  on  a  matching  basis. 

Management  and  administration  of 


The  ITF  will  make  up  to  HK$1  billion  available 
annually  over  the  next  five  years  to  finance  projects 
that  contribute  to  the  adoption  of  technology  in 
Hong  Kong’s  service  and  manufacturing  industries. 


More  funding 

The  size  of  the  ITF  repre¬ 
sents  a  significant  increase 
over  the  amount  of  funding 
currently  available.  For  ex¬ 
ample,  the  ISF  has  HK$274 
million  available  for  projects 
during  1998  and  1999.  The 
SSF  contains  HK$100  million, 
of  which  $75.8  million  has 
been  dispersed  among  46 
projects,  according  to  Indus¬ 
try  Department  officials. 

The  Applied  Research 
Fund  (ARF)  will  remain 
separate  from  the  ITF,  offi¬ 
cials  said. 

“The  Applied  Research 
Fund,  which  at  the  moment 
is  run  by  the  venture  capital 
[companies],  will  stand 
alone  as  it  is  and  the  new 


the  ITF  is  expected  to  remain  within 
the  Industry  Department  and  will  not 
involve  venture  capital  firms,  said  Sin. 

“The  Director-General  of  Industry 
[F.S.W.  Ho]  should  be  given  the  re¬ 
sponsibility  to  control  and  administer 
the  ITF,  and  will  be  accountable  to 
the  Legislative  Council  on  expendi¬ 
ture  from  the  ITF.  We  also  propose 
to  seek  the  Legislative  Council  Fi¬ 
nance  Committee’s  approval  for  in¬ 
dividual  projects  costing  more  than 
$15  million  each,”  stated  a  report  re¬ 
leased  by  the  Legislative  Council 
Panel  on  Trade  and  Industry. 


Innovation  and  Technology  Fund  will 
combine  the  Industrial  Support  Fund 
and  the  Service  Support  Fund,”  said 
Sin.  The  HKS750  million  ARF  is 
jointly  managed  by  three  venture 
capital  firms:  AsiaTech  Ventures, 
Walden  International  Investment 
Group  and  HSBC  Private  Equity 
Management. 

Looking  ahead,  the  government 
appears  to  be  considering  the  possi¬ 
bility  of  future  injections  of  capital 
into  the  ARF  from  the  ITF. 

“Given  the  different  nature  and 
modus  operandi  of  the  ARF,  we  con- 


Privacy  attitudes  shifting,  Commissioner  says 


By  Sumner  Lemon 


Hong  Kong  service  and  manufactur¬ 
ing  companies  hoping  to  incorporate 
technology  into  their  businesses 
received  a  boost  this  week  as  the 
government  sought  approval  from 
the  Legislative  Council  for  the  formal 
establishment  of  the  HK$5  billion  In¬ 
novation  and  Technology  Fund  (ITF). 

The  proposed  establishment  of  the 
ITF  was  one  of  the  recommendations 
made  by  the  Chief  Executive’s  Com¬ 
mission  on  Innovation  and  Technol¬ 
ogy.  In  his  1998  policy  address.  Chief 
Executive  Tung  Chee-hwa  accepted 
the  Commission’s  recommendation 
and  pledged  an  injection  of  HK$5 
billion  into  the  ITF. 

Two  existing  Industry  Department 
funds  —  the  Industry  Support  Fund 
(ISF)  and  Service  Support  Fund  (SSF) 
—  will  be  consolidated  into  the  pro¬ 
posed  ITF. 

“The  fund  will  provide  a  secure 
source  of  funding  to  finance  projects 
that  contribute  to  innovation  or  tech¬ 
nology  upgrading  in  the  manufactur¬ 
ing  and  service  industries  to  be  un¬ 
dertaken  by  government  or  non-gov- 
emment  entities,”  said  Chau  Tak-hay, 
secretary  for  Trade  and  Industry,  in  a 
prepared  statement. 

And  the  funds  will  not  be  restricted 
to  companies  within  the  IT  industry. 
"This  is  not  an  industry-specific  fund. 
All  industries  can  also  apply.  The 


By  Sumner  Lemon 


An  increasing  number  of  people  are 
recognizing  the  benefits  of  data  pri¬ 
vacy  protection  in  what  amounts  to  a 
gradual,  but  growing,  cultural  shift 
within  Hong  Kong,  says  Stephen  Lau, 
privacy  commissioner  for  personal  data. 
Lau  based  his  comments  on  the  results 
of  research  conducted  by  the  Privacy 
Commissioner’s  Office  (PCO). 

“It  is  encouraging  to  note  that  statis¬ 
tics  show  more  and  more  organizations 
are  recognizing  the  long-term  and 
medium-term  benefits  of  this  kind  of 
[personal  data  protection]  law,”  said 
Lau,  speaking  in  an  interview  with 
Computerworld  Hong  Kong  last  week. 

Building  awareness  in  Hong  Kong 
of  the  importance  of  personal  data 
privacy  has  required  a  cultural  shift, 
added  Lau. 

“The  concept  of  privacy,  in  Chinese 
society,  is  relatively  new.  Particularly, 
privacy  relating  to  personal  data  is  even 
more  of  a  very  new  concept.  It  is  a 
cultural  shift,  and  a  cultural  shift  re¬ 
quires  time  and  continuous  promotion 
to  instill  awareness,”  said  Lau. 

To  help  build  that  momentum,  the 
PCO  has  organized  a  seminar  high¬ 
lighting  the  importance  of  personal 
data  privacy  when  developing  and  de¬ 
ploying  IT  systems  and  e-commerce 


applications,  said  Lau.  The  seminars 
will  be  held  in  September  as  part  of 
the  International  Conference  on  Pri¬ 
vacy  and  Personal  Data  Protection. 

Lau  hopes  that  constant  education 
and  promotion  can  help  to  make  busi¬ 
nesses  more  aware  of  personal  data 
privacy. 

“We  didn’t  have  the  word  ‘privacy’ 
in  the  Chinese  vocabulary  until  rela¬ 
tively  recently.  We  have  words  like 
‘security’,  like  ‘confidentiality’,  but  we 
had  no  words  for  privacy  because  it 
was  never  in  our  culture,”  said  Lau. 

Like  Hong  Kong,  many  countries 
face  obstacles  to  implementing  per¬ 
sonal  data  protection  laws.  For  ex¬ 
ample,  in  developing  countries,  the 
importance  of  personal  privacy  may 
not  be  a  priority  as  governments  fo¬ 
cus  instead  on  meeting  the  basic  needs 
of  citizens,  such  as  food,  transporta¬ 
tion  and  housing,  said  Lau. 

Hong  Kong,  however,  has  the  ben¬ 
efit  of  being  a  developed  society,  he 
noted.  “Hong  Kong  is  a  developed, 
prosperous  society.  People  do  —  as 
you  can  see  now  from  the  papers  — 
pay  a  lot  of  attention  to  privacy,”  he 
said. 

And  the  growing  use  of  IT  and  the 
Internet  may  be  playing  a  role  as  well. 

Historically,  the  rise  of  personal 
data  protection  laws  are  closely  linked 


Lau:  Hong  Kong  was  the  first 
jurisdiction  in  Asia  to  have  a 
comprehensive  set  of  personal 
data  protection  laws. 

to  IT,  according  to  Lau.  “Data  pri¬ 
vacy  actually  originated  from  com¬ 
puters,”  he  said. 

Lau  traced  the  roots  of  personal 
data  privacy  protection  laws  to  West¬ 
ern  Europe  in  the  1970s.  Haunted  by 
memories  of  World  War  II  and  Nazi 
Germany,  European  countries  enacted 
legislation  to  allay  concerns  that  gov¬ 
ernment  would  use  the  growing  power 


of  computers  to  consolidate  and  col¬ 
late  personal  data  for  uses  the  citi¬ 
zens  might  oppose,  Lau  said. 

The  first  data  privacy  protection  laws 
specifically  addressed  government  data 
and  computerized  data,  said  Lau. 
Through  the  European  Union  Direc¬ 
tive  on  Privacy  Protection  which  took 
effect  last  year,  those  laws  have  since 
been  extended  to  include  the  private 
sector  and  data  kept  manually,  he  added. 

According  to  Lau,  the  only  differ¬ 
ence  between  Hong  Kong’s  personal 
data  privacy  protection  laws  and  the 
EU  directive  is  that  Hong  Kong  does 
not  include  a  category  for  sensitive 
data  in  its  laws. 

European  countries  treat  information 
such  as  religious  affiliations  or  union 
membership  as  sensitive,  and  classify 
this  as  a  separate  category,  whereas 
Hong  Kong  treats  all  personal  data  as  a 
single  category,  Lau  explained.  While 
Hong  Kong  does  not  have  a  sensitive 
data  category,  the  requirements  for  pro¬ 
tecting  that  information  are  just  as  rig¬ 
orous,  he  said. 

Hong  Kong  was  the  first  jurisdiction 
in  Asia  to  have  a  comprehensive  set  of 
personal  data  protection  laws,  said  Lau. 
Japan.  Korea,  and  Taiwan  also  have 
personal  data  privacy  protection  laws, 
but  these  principally  apply  to  the  pub¬ 
lic  sector,  he  added. 


sider  that  it  should  continue  to  have  a 
separate  identity  for  the  time  being. 
In  future,  however,  the  ITF  may  be  a 
funding  source  for  the  ARF,“  said 
the  Legco  report. 

In  addition,  the  ITF  is  expected  to 
provide  a  source  of  funding  for  the 
Applied  Science  and  Technology  Re¬ 
search  Institute  proposed  by  the  Com¬ 
mission  on  Technology  and  Innova¬ 
tion,  according  to  the  Legco  report. 
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With  groundbreaking  expected  to 
start  early  next  year,  the  Cyberport 
cannot  shoulder  the  entire  burden 
for  Hong  Kong's  IT  development, 
according  to  Alex  Arena,  CEO  of 
the  Pacific  Convergence  Corp.  — 
a  joint  company  formed  in  March 
by  Intel  and  Cyberport  ring-leader 
Pacific  Century  Group.  Megan  Scott 
reports  on  page  2. 


Several  ISPs  in  Asia  are  angling 
for  a  regional  presence,  as  de¬ 
regulation  of  telecommunications 
markets  enables  them  to  com¬ 
pete  as  full-network  service  pro¬ 
viders.  Details  on  page  4. 


The  U.S.  Senate  and  House  Com¬ 
merce  Committees  last  week  ap¬ 
proved  bills  that  would  liberalize 
encryption  export  regulations,  re¬ 
moving  the  government’s  restric¬ 
tions  on  export  of  strong  encryption 
if  a  comparable  encryption  prod¬ 
uct  is  commercially  available 
outside  the  U.S.  Page  5  carries  a 
full  report. 
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Party  or  panic? 

This  month’s  InfoWorld  looks  at 
four  Year-2000  assessment  tools 
that  can  help  identify  problems  to 
be  fixed  before  the  big  day  and 
provide  asset-management  help 
afterwards.  Our  product  compari¬ 
son  supplement  follows  page  8. 
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Cyberport  can’t  do  IT  alone,  exec  says 


By  Megan  Scott 


With  groundbreaking  expected  to  start 
early  next  year,  the  Cyberport  cannot 
shoulder  the  entire  burden  for  Hong 
Kong’s  IT  development,  according  to 
Alex  Arena,  CEO  of  the  Pacific  Con¬ 
vergence  Corp.  (PCC)  —  a  joint  com¬ 
pany  formed  in  March  by  Intel  and 
Cyberport  ring-leader  Pacific  Century 
Group  (PCG). 

“I  would  not  want  to  pretend  that 
the  Cyberport  is  everything  that  is  re¬ 
quired  to  make  Hong  Kong  a  winner  in 
information  technology  and  informa¬ 
tion  technology  applications,”  Arena 
said  last  week  at  a  luncheon  hosted  by 
the  American  Chamber  of  Commerce. 
Cyberport  will  serve  as  a  catalyst  for 
thinking  and  will  start  Hong  Kong  on 


the  right  road,  but  there  are  other  issues 
such  as  tile  environment,  employment 
and  education  that  the  government 
needs  to  address,  Arena  added. 

Hong  Kong’s  poor  environmental 
conditions  have  apparently  caused 
some  setbacks  for  the  project.  “When 
we  ask  people  to  come  to  Hong  Kong 
from  overseas  as  potential  workers, 
we’re  getting  some  push-back  now 
about  the  environment,”  Arena  said. 
“It’s  a  hard  sell.” 

In  addition  to  raising  the  environ¬ 
mental  issue.  PCG  is  pushing  the 
government  to  improve  education  in 
IT  as  well  as  to  ease  immigration  laws 
for  skilled  professionals.  “We're 
working  on  government  and  with  gov¬ 
ernment”  to  make  the  immigration 
of  skilled  professionals  easier  for  both 
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Arena:  “When  we  ask  people  to 
come  to  Hong  Kong  from  overseas 
as  potential  workers,  we’re  getting 
some  push-back  now  about  the 
environment." 


westerners  and  Mainland  Chinese, 
Arena  said. 

While  the  government  is  beginning 
to  allow  more  skilled  workers  from 
the  Mainland,  and  is  in  fact  taking 
measures  to  improve  the  environment, 
such  as  starting  to  take  diesel  taxis 
off  the  road,  “It’s  not  happening  fast 
enough,”  he  added. 

Despite  those  obstacles,  master 
planning  for  the  Cyberport  is  sched¬ 
uled  to  be  completed  this  fall,  with  site 
advancement  works  beginning  in  Sep¬ 
tember,  Arena  said.  According  to  in¬ 
formation  posted  on  the  project’s  Web 
site  (http://www.cyber-port.com),  the 
first  phase  is  scheduled  to  be  completed 
in  2001,  and  will  accommodate  23,000 
square  meters  of  office  space  and 
10,000  square  meters  of  residential 


space.  Construction  of  the  infrastruc¬ 
ture  —  including  roads  and  sewage  and 
water  works  —  will  begin  in  early  2000, 
Arena  said 

Meanwhile,  newly-formed  PCC 
will  begin  delivering  broadband  data 
services  to  Hong  Kong  later  this  year. 
Arena  said. 

In  addition  to  spearheading  the 
Cyberport  project  and  forming  PCC 
to  provide  broadband  services,  PCG 
is  expanding  into  venture  capital.  The 
firm  last  month  announced  its  Pacific 
Century  CyberWorks  —  a  company 
formed  through  the  acquisition  of  Hong 
Kong-listed  telecommunications  serv¬ 
ice  provider  Tricorn  Holdings.  The 
new  company  is  planning  to  invest  in 
local  and  international  IT  and  Internet 
firms,  according  to  officials. 


CMGI,  Compaq  confirm  talks  on  AltaVista 


By  Dorte  Toft 


IDG  News  Service,  Boston 

Compaq  Computer  last  week 
confirmed  that  it  is  negotiat¬ 
ing  with  CMGI  Inc.  to  sell  a 
majority  stake  in  its  subsidiary 
AltaVista  Co.  to  CMGI.  The 
negotiations  are  in  a  prelimi¬ 
nary  state,  according  to  state¬ 
ments  from  the  two  companies. 

AltaVista  Co.  runs  http:// 
www.altavista.com,  which  is  a 
portal  offering  Web  services  and 
links  to  other  sites  as  well  as  a 
search  engine.  Compaq  acquired 
AltaVista  last  year  as  part  of  its 
purchase  of  Digital  Equipment, 
and  spun  off  the  site  as  a  sepa¬ 
rate  subsidiary  in  January,  say¬ 
ing  it  planned  lo  take  AltaVista 
public. 

Compaq’s  decision  to  sell  a 
majority  stake  in  the  company 
instead  is  a  result  of  the  compa¬ 
ny’s  current  financial  troubles. 


according  to  an  analyst. 

“Compaq  probably  has 
enough  to  do  with  its  pri¬ 
mary  business.  The  pri¬ 
orities  are  not  on 
AltaVista,  which  has  a  tre¬ 
mendous  potential,  but 
needs  attention,”  said 
Barry  Parr,  director  of 
Internet  and  electronic 
commerce  at  International 
Data  Corp. 

“An  acquisition  will 
therefore  be  good  news 
for  the  AltaVista  users. 

CMGI  will  be  able  to  give 
much  more  attention  to 
AltaVista,”  Parr  added. 

Compaq’s  top  management 
team  has  been  drained  since 
April,  when  CEO  Eckhard 
Pfeiffer  was  ousted.  Further¬ 
more.  Compaq  expects  a  loss  in 
the  second  quarter,  the  company 
announced  last  week. 

Compaq  had  no  further  com- 


t 
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•  MCSE  /  WINDOWS  NT 
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July  6/July  31 

•  IBM  AS/400 

July  14 
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July  9 

•  MCDBA 
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•  MCDBA  PLUS  MCSD  PACKAGE 

July  6/July  23 

AltaVista  Co.  runs  http://www.altavista.com, 
which  is  a  portal  offering  Weh  services  and 
links  to  other  sites  as  well  as  a  search  engine. 


ment  on  the  AltaVista  negotia¬ 
tions,  according  to  company 
spokesman  Alan  Hodel. 

However,  according  to  the 
statements  the  negotiations  also 
include  the  establishment  of  a 
strategic  relationship  between 
Compaq  and  CMGI  in  order  to 
advance  Compaq’s  Internet 
presence. 

CMGI,  based  in  Massachu¬ 
setts,  owns  a  majority  stake  in 
several  Internet  companies,  ac¬ 
cording  to  Krista  Thomas,  pub¬ 
lic  relations  manager  at  CMGI. 

CMGI  owns  18  percent  of 
Lycos,  another  portal  and  search 
engine  site,  Thomas  said.  CMGI 
took  Lycos  public  in  1996  and 
has  been  selling  shares  since, 
but  recently  declared  interest  in 
re-acquiring  the  company. 
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“However  CMGI  and 
Lycos  have  had  disa¬ 
greements  on  the  strate¬ 
gic  directions,  particu¬ 
larly  over  the  Lycos  deal 
with  USA  Network,” 
which  fell  through,  Pari' 
said. 

When  asked  why 
CMGI  should  be  inter¬ 
ested  in  another  com¬ 
bined  portal  and  search- 
engine  site.  Parr  said, 
“AltaVista  is  one  of  the 
top  10  Web  sites,  and  it 
has  a  very  strong  brand. 

That  is  a  valuable  com¬ 
modity.  Also  it  has  a  good  tech¬ 
nology.” 

Parr  finds  the  two  sites  com¬ 
plementary,  with  AltaVista  hav¬ 
ing  the  stronger  search  engine 
and  Lycos  having  the  stronger 
portal. 

“However,  I  am  not  suggest¬ 
ing  that  CMGI’s  strategy  is  a  fu¬ 
sion,”  Parr  said.  Even  separately  the 
Web  sites  would  be  complemen¬ 
tary  to  each  other,  he  said. 

Microsoft  Corp.  and  Intel 
Corp.  hold  minority  stakes  in 
CMGI,  which  was  founded  in 
1986.  CMGI  also  has  invested 
in  30  Internet  companies  since 
1995  through  its  venture  capi¬ 
tal  affiliate  @Ventures.  Sev¬ 
eral  of  the  companies  have  since 
been  sold  to  Microsoft  and 
Amazon.com,  among  others. 


Datacraft  China  acquires 


By  David  Legard 


IDG  News  Service, 

Singapore 

Networking  specialist  Datacraft 
Asia  has  bought  China-based 
systems  integrator  Net  &  Data 
(N&D)  for  US$5.4  million  in 
a  bid  to  increase  its  presence 
in  the  fast-growing  enterprise 
networking  market  in  the  east 
of  the  country,  the  company 
said  last  week. 

The  acquisition  was  made 
through  Datacraft’ s  new  wholly- 
owned  subsidiary  Datacraft  Net¬ 
works  (China). 

Established  in  1994,  N&D  has 


operations  located  in  Shanghai. 
Beijing  and  Guangzhou,  and 
specializes  in  integration  of  net¬ 
working  technologies  for  major 
banks  and  large  enterprises.  It 
operates  as  a  Cisco  Systems 
technical  service  partner  for  East 
China,  and  also  carries  products 
from  Milgo  Solutions,  Compaq 
Computer  and  Sun  Microsys¬ 
tems. 

N&D’s  major  customers  in¬ 
clude  Bank  of  Communications, 
National  Information  Center, 
Hebei  Post  &  Telecommunica¬ 
tions.  Bank  of  China,  Hubei 
Cooperative  Bank,  Shanghai 
Pudong  Development  Bank, 


China  Unicom 
launches  VoIP  trials 

China  Unicom  has  launched  Voice-over-IP  (VoIP)  trials  in 
12  Mainland  cities,  according  to  officials  at  the  Ministry  of 
Information  Industry  (Mil). 

Launched  on  June  18,  the  Unicom  VoIP  network  trials  are 
ongoing  in  12  cities:  Beijing,  Shanghai.  Guangzhou.  Tianjin, 
Chongqing,  Nanjing,  Chengdu,  Fuzhou,  Xiamen,  Shenzhen, 
Hangzhou  and  Dalian 

Charges  for  the  VoIP  service  range  from  3  jiao  per  minute 
for  a  domestic  long-distance  to  RMB4.8  per  minute  for  an 
international  call.  Mil  officials  said.  Calls  between  the  Main¬ 
land  and  Hong  Kong,  Macau,  and  Taiwan  are  generally 
cheaper,  costing  RMB2.5  per  minute,  they  added. 

In  addition  to  China  Unicom,  China  Telecom  and  Jitong 
Communications  have  also  received  approval  to  offer  VoIP- 
based  services.  Mil  officials  said. 

—  Sumner  Lemon 


Word  97  virus  slated  to 
strike  through  month  of  July 


By  Winnie  Lai 


A  computer  virus  dubbed  July 
Killer  is  expected  to  strike  on 
July  1.  Active  only  during 
July,  it  will  infect  Microsoft 
Word  97  documents  via  a 
Visual  Basic  macro,  according 
to  antivirus  specialists. 

“The  virus  was  discovered 
only  recently  and  has  a  destruc¬ 
tive  payload,”  said  Michael  Lai, 
system  engineer  at  Trend  Micro 
in  Hong  Kong.  “It  can  wipe  out 


Mainland  SI 

Guangdong  Rail  Group  and 
Jiangsu  Bosch  Company, 
Datacraft  said. 

Much  of  Datacraft’ s  30  per¬ 
cent  profit  growth  in  the  first 
half  of  1999  was  driven  by  its 
success  in  the  public  and  enter¬ 
prise  sector  in  China,  according 
to  Chief  Executive  Officer  Des 
Althorp.  In  March,  the  company 
won  a  US$1.3  million  contract 
to  design  and  implement  a  high¬ 
speed  IP  backbone  for  Dalian 
Cable  TV’s  network,  and  a  $4 
million  contract  from  Fujian  Post 
and  Telecommunications  Ad¬ 
ministration  to  design  and  build 
a  high-speed  pilot  ATM  network. 


the  hard  disk’s  contents.” 

“It  is  fierce  because  when 
an  infected  documents  is 
opened,  it  will  first  infect  the 
global  template,  normal. dot, 
and  thus  opening  other  docu¬ 
ments  would  lead  to  infection 
as  well,”  said  Lai. 

During  July,  users  who  open 
an  infected  Word  document 
will  see  a  dialog  box  entitled 
“A  wake  up  call  for  the  gen¬ 
eration.”  If  the  user  clicks  the 
‘OK’  button,  a  message  will 
appear  that  says,  “You  are 
wise,  please  choose  this  again 
later.  Congratulations.” 

If  the  user  chooses  the  ‘can¬ 
cel’  button  three  times,  another 
message  appears:  “Stop  it! 
You  are  so  incurable  to  lose 
three  chances!  Now,  god  will 
punish  you.” 

The  virus  will  then  open  the 
autoexec.bat  file  and  add  the 
command  line  'deltree/y  c:Y  to 
the  file.  The  next  time  the  user 
boots  the  machine,  all  files  in 
the  hard  disk  will  be  deleted, 
according  to  Lai. 

Lai  noted  that  users  who  have 
updated  their  systems  recently 
will  likely  have  the  current  fix 
for  July  Killer  and  should  be 
safe. 

“Users  who  don’t  renew  their 
antivirus  software  regularly  are 
vulnerable,”  said  Lai. 
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Predict  The  Future 
And  You  Can 
Change  The  World. 

With  NEUEENTS, 
You  Can  Do  Both. 


Introducing  software  that  can  emulate  a  human 
brain. 

It’s  true.  Neugents™  think  like  a  human  — 
only  faster. 

Neugents  compute  not  in  thousandths  of  a 
second,  but  millionths.  Without  emotion,  subjectivity, 
or  bias. 

Neugents  can  analyze,  make  decisions,  take 
action.  They  can  process  massive  amounts  of  chaotic 
data  and  instantly  identify  complex  patterns  and 
relationships.  Figuring  out  why  things  happen,  and 
more  importantly,  predict  what  will  happen  next. 

Neugents  can  learn.  Using  a  unique  self-learning 
algorithm,  Neugents  get  smarter  every  second,  every 
hour,  every  day. 

The  secret  is  Neural  Network  Technology. 

Computer  Associates  has  taken  this  powerful  technology 
and  turned  it  into  a  patented  application  that  goes  far 
beyond  traditional  forecasting  methods  and  rules-based 
applications. 

Neugents  can  tell  you  what  your  sales  are  going  to 
be  next  week,  next  month,  or  next  year.  They  can  tell 
you  before  your  next  product  fails  —  and  why.  And  for 
enterprise  management,  Neugents  can  do  everything 
from  warn  you  before  a  server  goes  down  —  or  tell  you 
when  and  where  your  next  security  breach  will  occur. 

With  virtually  every  aspect  of  your  business, 
Neugents  can  accurately  and  consistently  predict 
the  future. 

And  when  you  can  predict  the  future,  you  can  not 
only  change  the  future,  you  can  change  the  world. 

Call  (852)  2587-1388,  fax  (852)  2587-1018  or 
visit  www.cai.com  for  more  information. 


NEUEENT5.  Software  That  Can  Think! 


©1998-1999  Computer  Associates  International  Limited,  21/F  World  Trade  Centre,  280  Gloucester  Road,  Causeway  Bay.  Hong  Kong.  All  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 
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Software  superior  by  design. 


NEWS 


By  David  Legard _ 

IDG  News  Service,  Singapore 

Ongoing  deregulation  in  Asia 
is  set  to  shake  up  the  ISP  mar¬ 
ket,  with  regional  players  tak¬ 
ing  a  bigger  role. 

Several  ISPs  in  Asia  are  an¬ 
gling  for  a  regional  presence, 
as  deregulation  of  telecommu¬ 
nications  markets  enables  them 
to  compete  as  full-network 
service  providers,  according  to 
Pete  Hitchen,  senior  Internet 
analyst  at  market  researcher 


International  Data  Corp.  (IDC) 
Asia-Pacific. 

Last  week's  deregulation  of 
the  IIXSP  (international 
Internet  exchange  service  pro¬ 
vider)  market  in  Singapore  is 
expected  to  encourage  other 
ISPs  to  set  up  their  own  physi¬ 
cal  Internet  access  mechanisms 
without  needing  to  rely  on  con¬ 
nections  built  by  national  car¬ 
rier  Singapore  Telecommuni¬ 
cations  (SingTel).  The  liber¬ 
alization  of  markets  all  over 
Asia  has  encouraged  several 


takeovers,  joint  ventures  and 
new  points  of  presence  in  the 
ISP  market  over  the  past  few 
months. 

A  typical  ISP  strategy  will 
be  to  set  up  regional  hubs  in 
Hong  Kong  for  the  China  mar¬ 
ket,  Singapore  to  cover  South¬ 
east  Asia,  plus  a  direct  pres¬ 
ence  in  Australia,  to  offer  cor¬ 
porate  customers  region-wide 
IP  (Internet  protocol)-based 
VPNs  (virtual  private  net¬ 
works),  Hitchen  said. 

“The  greater  the  range  of  an 


ISP’s  coverage,  the  more  at¬ 
tractive  it  is  to  business  users, 
consumers  and  investors,”  he 
said.  “These  companies  will 
have  regional  muscle  as  well 
as  expertise  in  local  lan¬ 
guages.” 

The  Asia-Pacific  region  (ex¬ 
cluding  Japan)  has  around  13 
million  Internet  users  now,  a 
figure  set  to  rise  to  57.5  mil¬ 
lion  by  2003,  and  the  market 
is  still  wide  open  for  vendors 
to  establish  a  leading  presence 
here,  Hitchen  said.  The  elec- 
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Hong  Kong  Sessions  Theme :  IT  -  Shaping  the  Next  Millennium  •  HSf  ¥ 


15-16  September,  1999  *  Hong  Kong  Convention  &  Exhibition  Centre 


QingDoo  Session's  Theme.  IT  -  Shaping  the  Next  Millennium  •  ttiEiPI 


12-13  October,  1999  •  Shangri-La  Hotel,  QingDao 


Organized  by 
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Sponsoring 

Publication 
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"  iT  -  Shaping  the  Next  Millennium”  The  conference  is  dedicated  to  the  new  millennium  in  which 
IT  will  certainly  dominate  all  facets  of  our  society.  Both  IT  professionals  and  business  executives  will 
benefit  from  learning  more  about  the  rapid  pace  of  technological  innovation  and  adaptation  and  how 
this  increases  the  functional  capabilities  of  the  social  and  economical facilities  of  the  community  at  large. 

An  exciting  programme  has  been  put  together  for  this  conference.  Some  of  the  programme  highlights  are  included  below: 

Keynote  Speeches 

“IT  for  Business:  Challenges  and  Opportunities  in  the  Next  Millennium" 

Mr.  Charles  B.  Wang  -  Chairman  and  Chief  Executive  Officer,  Computer  Associates  International,  Inc  and  author  of 

“ TECHNO  VISION  II:  Every  Executive's  Guide  to  Understanding  and  Mastering  Technology  and  the  Internet  ” 

Mr.  Wang  will  focus  on  using  IT  as  an  effective  tool  to  enable  businesses  to  better  compete  in  the  global  market  and 

improve  the  quality  of  life. 

"The  Services  Model  for  the  E-Business  Enterprise" 

Mr.  Ian  Adair  -  Director,  e-business  Services,  IBM  Global  Services.  Asia  Pacific 


Senior  Sponsors 

Computer 

/iSSOCIAJTS 

Microsoft 

COMPAQ. 


The  strategies  for  business  organizations  to  become  e-businesses  will  be  discussed.  Attention  will  focus  on  obtaining 
the  expertise  and  skills  required  by  harnessing  internal  resources  as  opposed  to  external  services. 


Plenary  Session 

"The  Challenges  Facing  the  IT  Supplier  in  the  Next  Millennium" 

Mr.  Vau  Kan  -  Director,  Eujitsu  Hong  Kong  Ltd 


■BSEESS' 

SSybase 


Open  Forum 

"Improving  Customer  Satisfaction" 

This  Open  Forum  will  focus  on  ways  to  improve  customer  satisfaction  from  the  perspectives  of  software  and  hardware 
vendors  as  well  as  system  integrators.  The  forum  will  be  open  to  all  and  system  users  are  encouraged  to  join  in  this 
discussion. 


Panel  Discussion 

"Y2K  Contingency  Planning" 

Is  there  lire  after  Y2K?  A  panel  of  IT  directors  from  the  banking,  air  transportation,  health  care,  telecommunications,  and 
chain  store  outlet  sectors  will  talk  about  their  contingency  plans  to  combat  the  Y2K  problem. 


Early  Bird  Discount  -  Extended  deadline:  10  July  1999 


Normal  fee  Early  Bird  before  10  July 

A.  Hong  Kong  conference  (15-16  September)  Two-day  conference,  lunches  and 

HKCS  member  or  groups  of  5  or  more  HK$3,325  HK52.975  banquet  on  1 6  September 

Non  HKCS  member  HK$3,500  HK$3,150 

B.  QingDao  conference  (12-13  October)  HKS2.350  Two-day  conference,  lunches,  proceedings 

and  banquet  on  1 3  October 

C  QingDao  study  mission  (1 1-15  October)  HK$9,800  B  +  airfare,  hotel  (twin-room),  meals 

and  one-day  site  visit 


For  more  information  about  HKICC  '99,  please  contact  the  Hong  Kong  Computer  Society  at  Tel:  (852)  2834  2228  Fax:  (852)  2834  3003 
e-mail:  hkcs@hkcs.org,hk  or  visit  HKCS  web  site:  http://www.hkcs.org.hk/hkicc99. 

Asian  IT  Expo  ‘99,  organized  by  Adsale  Exhibition  Services  Ltd  and  sponsored  by  Hong  Kong  Computer  Society,  will  be  held  concurrently  with  HKICC  '99. 


tronic  commerce  market  in  the 
region  will  be  worth  US$32.59 
billion  in  2003,  up  from  $723.4 
million  today,  according  to 
IDC  figures. 

As  full-service  providers, 
regional  ISPs  will  be  able  to 
compete  successfully  against 
global  network  service  provid¬ 
ers  such  as  America  Online’s 


sidiary  Cable  &  Wireless 
Optus  Ltd.  (C&W  Optus).  In 
March,  C&W  HKT  acquired 
an  85  percent  stake  in  Taiwan¬ 
ese  ISP  FIC  Network  Service. 
C&W  entered  the  Japanese 
market  last  week  with  the  pur¬ 
chase  of  network  service  pro¬ 
vider  International  Digital 
Communications. 


‘The  greater  the  range  of  an 
ISP’s  coverage,  the  more 
attractive  it  is  to  business  users, 
consumers  and  investors. 
These  companies  will  have 
regional  muscle  as  well  as 
expertise  in  local  languages.’ 


CompuServe  operation.  MCI 
WorldCom,  AT&T,  GTE  and 
IBM's  Global  Services, 
Hitchen  said. 

Singapore-based  Pacific 
Internet  is  among  the  first  ISPs 
to  have  gone  regional,  buying 
local  ISPs  in  Hong  Kong,  the 
Philippines,  and  Australia,  and 
unifying  the  look  and  feel  of 
the  ISPs’  sites. 

Hong  Kong-based  Cable  & 
Wireless  HKT  Ltd.  (C&W 
HKT)  is  expected  to  apply  for 
both  ISP  and  IIXSP  licenses 
in  Singapore  within  the  next 
few  weeks,  and  already  has  a 
major  presence  in  Australia 
through  its  wholly-owned  sub- 


Australian  national  carrier 
Telstra,  expected  to  raise 
US$10.4  billion  from  a  partial 
privatization  soon,  and  Internet 
Initiative  Japan  are  other  big 
players  who  could  seek  a  re¬ 
gional  Internet  presence, 
Hitchen  said. 

Telstra  Asia-Pacific  presi¬ 
dent  Daryll  Smith  said  last 
week  that  the  company  has  set 
up  points  of  presence  in  Hong 
Kong  and  Japan  to  support  its 
corporate  and  wholesale  custom¬ 
ers  in  the  region  and  to  link  them 
together  into  a  seamless  core 
network  based  on  IP  technol¬ 
ogy.  Further  initiatives  would 
be  announced  soon,  Smith  said. 


Microsoft  to  repair 
bug  fix  incongruity 


By  Don  Tennant 


Microsoft’s  Chinese-language 
users  who  are  tired  of  having 
to  pay  for  CD-ROMs  in  order 
to  get  service  packs  and  bug 
fixes  —  while  their  English- 
language  counterparts  have  the 
option  of  downloading  theirs 
for  free  —  will  soon  see  that 
inconsistency  abolished. 

Microsoft  will  make  Chi¬ 
nese-language  service  packs 
and  bug  fixes  available  for 
free  download  from  a  Web 
site  that  is  expected  to  be 
launched  in  the  third  quarter 
of  this  year,  said  Fan  Look, 
marketing  director  at  Micro¬ 
soft  Hong  Kong.  Currently, 
Chinese-language  users  have 
no  option  but  to  pay  a  nomi¬ 
nal  handling  and  distribution 
fee  to  get  the  updates  on  CD- 
ROM." 

“We  would  like  to  empha¬ 
size  our  commitment  to  pro¬ 
viding  the  best  possible  sup¬ 
port  for  our  customers,  and  we 
continue  to  improve  and  tailor 
our  services  to  meet  this  goal,” 
Look  said  in  an  e-mail  sent  to 
Computerworld  Hong  Kong  in 
response  to  an  inquiry  about 
the  current  inconsistency. 

The  initiative  is  part  of  a 


Johnson:  Making  the 
localized  versions  available 
for  download  is  only  fair. 


corporate  effort  to  improve  the 
consistency  of  Microsoft’s  sup¬ 
port  offerings  around  the 
world,  said  Kevin  Johnson, 
Microsoft’s  Redmond-based 
vice  president  of  the  Product 
Support  Group. 

“By  the  end  of  this  calendar 
year,  we’re  looking  at  having 
these  global  Web  sites  in  a 
much  more  consistent  manner, 
which  will  include  the  hot  fix 
downloading  capability,  not 
only  English-language  hot 
fixes,  but  localized  versions  as 
well,”  Johnson  said.  “I  think 
that’s  clearly  fair.” 
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U.S.  set  to  liberalize  encryption  export  regs 


By  Elinor  Mills  Abreu 

IDG  News  Service, 

San  Francisco 

The  U.S.  Senate  and  House 
Commerce  Committees  last 
week  approved  bills  that  would 
liberalize  the  encryption  export 
regulations,  while  the  Senate 
committee  also  passed  bills 
calling  for  the  promotion  of 
digital  signatures  and  filtering 
software  to  block  pornography. 

The  House  Security  and 
Freedom  through  Encryption 
(SAFE)  Act  removes  the  gov¬ 
ernment’s  restrictions  on  ex¬ 
port  of  strong  encryption  if  a 
comparable  encryption  product 
is  commercially  available  out¬ 
side  the  U.S.  and  bars  the  gov¬ 
ernment  from  requiring  key  re¬ 
covery.  whereby  the  government 
would  have  access  to  keys  to 
decode  encrypted  messages  for 
law-enforcement  purposes. 

The  U.S.  government  argues 
that  it  needs  to  control  the  ex¬ 
port  of  strong  encryption  for 
national-security  purposes  to 
fight  terrorism,  while  vendors 


providing  access  to  encrypted 
data  if  a  subpoena  were  served 
and  the  person  had  the  capa¬ 
bility  to  decrypt  the  data. 

Meanwhile,  the  Senate 
encryption  bill,  proposed  by 
John  McCain,  an  Arizona  Re¬ 
publican,  would  allow  for  ex¬ 
portation  of  encryption  of  key 
lengths  of  up  to  64  bits.  In  gen¬ 
eral.  companies  currently  must 
get  a  license  to  export  encryption 
higher  than  56  bits  in  key  length. 

The  McCain  encryption  bill 
also  would  allow  export  of 
stronger  “non-defense"  encryp¬ 
tion  to  “responsible  entities"  and 
governments  in  the  North  At¬ 
lantic  Treaty  Organization 
(NATO),  the  Association  of 
Southeast  Asian  Nations 
(ASEAN)  and  the  Organiza¬ 
tion  for  Economic  Cooperation 
and  Development  (OECD).  It 
would,  however,  allow  the  Sec¬ 
retary  of  Commerce  to  prohibit 
export  of  particular  encryption 
products  to  an  individual  or  or¬ 
ganization  in  a  foreign  coun¬ 
try.  It  would  also  create  an 
Encryption  Export  Advisory 


Amendments  approved  by  the 
House  committee  would  require 
that  a  comparable  encryption 
product  be  available  in  a  country 
outside  the  U.S.  in  order  for  a 
U.S.  company  to  export  similar 
technology  there,  and  would 
bar  export  to  the  People’s 
Liberation  Army  or  other 
military  entities  in  China. 


argue  that  the  restrictions  ham¬ 
per  their  competitiveness  on 
the  worldwide  market  because 
strong  encryption  is  readily 
available  outside  the  U.S.  The 
government  wants  vendors  to 
develop  encryption  software 
that  includes  a  key  recovery 
mechanism  whereby  the  gov¬ 
ernment  could  get  access  to  the 
algorithm  to  decode  a  message 
for  law-enforcement  purposes. 

Several  amendments  ap¬ 
proved  by  the  House  commit¬ 
tee  would  do  several  things: 
require  that  a  comparable 
encryption  product  be  available 
in  a  country  outside  the  U.S. 
in  order  for  a  U.S.  company  to 
export  similar  technology 
there;  bar  export  to  the  Peo¬ 
ple’s  Liberation  Army  or  other 
military  entities  in  China;  al¬ 
low  the  Secretary  of  Com¬ 
merce  to  deny  the  export  of 
encryption  products  if  they 
would  be  used  to  harm  national 
security,  to  sexually  exploit 
children  or  to  execute  other  il¬ 
legal  activities:  require  the  Sec¬ 
retary  of  Commerce  to  consult 
with  the  secretaries  of  State  and 
Defense,  the  Director  of  Cen¬ 
tral  Intelligence  and  the  Attor¬ 
ney  General  when  reviewing  a 
product;  and  subject  a  person 
to  criminal  penalties  for  not 


Board  to  review  applications 
for  exemption  of  encryption  of 
over  64  bits  and  make  recom¬ 
mendations  to  the  Secretary  of 
Commerce  and  authorize  more 
funding  to  law  enforcement 
and  national  security  agencies 
to  “upgrade  facilities  and  in¬ 
telligence."  The  bill  would  ask 
the  National  Institute  of  Stand¬ 
ards  and  Technology  to  estab¬ 
lish  an  advanced  encryption 
standard  by  January  1,  2002. 

“The  bill  carefully  balances 
our  national  security  and  law 
enforcement  interests  while  up¬ 
dating  current  laws  on  encryp¬ 
tion  technology,”  McCain  said 
in  a  statement.  "It  is  illogical  to 
deny  U.S.  producers  the  ability 
to  compete  globally  if  similar 
products  are  already  being  of¬ 
fered  by  foreign  companies.” 

Digital  contracts 

On  the  digital  signature  front. 
Senator  Spencer  Abraham,  a 
Michigan  Republican,  said  the 
Millennium  Digital  Commerce 
Act  he  sponsored  would  “en¬ 
sure  that  individuals  and  organi¬ 
zations  in  different  states  are  held 
to  their  agreements  and  obliga¬ 
tions  even  if  their  respective 
states  have  different  rules  con¬ 
cerning  electronically  signed 
documents.” 


The  Abraham  bill  would 
preempt  state  law  from  denying 
that  digital  contracts  are  legal 
solely  because  they  are  in  elec¬ 
tronic  form;  establish  guidelines 
for  international  use  of  electronic 
signatures  that  would  remove 
obstacles  to  electronic  transac¬ 
tions;  and  allow  the  market  to 
determine  the  type  of  authenti¬ 
cation  technology  used  in  inter¬ 
national  commerce. 

The  Senate  Commerce  Com¬ 
mittee  also  grappled  with 
Internet  censorship  by  approv¬ 


ing  another  McCain-sponsored 
bill  that  would  require  schools 
and  libraries  receiving  universal 
service  discounts  for  Internet 
access  from  the  government  to 
use  filtering  technology  on  com¬ 
puters  children  access  that  would 
screen  out  child  pornography 
and  pornography. 

Taking  up  a  less  controver¬ 
sial  bill,  the  Senate  committee 
also  approved  a  measure  to  tie 
cellular  phone  users  calling  91 1 
to  medical  centers,  police  and 
firefighters  for  faster  response 


time  to  accidents  and  emergen¬ 
cies.  The  bill  would  expand  the 
coverage  areas  of  wireless  tel¬ 
ephone  service;  establish  parity 
of  protection  for  the  provision 
or  use  of  wireless  911  service 
and  upgrade  9 1 1  systems  so  they 
can  provide  information  like  lo¬ 
cation  and  automatic  crash  noti¬ 
fication  data. 

Alan  Davidson,  staff  counsel 
for  the  Washington,  D.C. -based 
Center  for  Democracy  and  Tech¬ 
nology,  said  “it  was  a  mixed  day 
for  the  Internet  on  Capitol  Hill.” 


While  legislators  realize  the 
potential  of  electronic  com¬ 
merce  and  favor  liberalizing 
encryption  export  to  advance 
it.  they  are  fearful  of  what  they 
see  as  the  “dark  side”  of  the 
Internet  —  content  that  might 
be  objectionable,  according  to 
Davidson. 

Rather  than  require  filtering 
software  in  schools  and  librar¬ 
ies,  legislators  should  offer  edu¬ 
cational  institutions  the  flexibil¬ 
ity  to  choose  “acceptable  use  or 
monitoring  policies,”  he  said. 


We  make  the  things  that  make 
communications  work.' 


The  leader  in  helping  service 
providers  connect  businesses 
to  the  Internet  (that's  Ascend 
Communications)  is  now  part  of 
the  leader  in  communications 
networking  (that's  us). 

What  that  means  is  that  now  one 
company  has  everything  it  takes 
to  take  networks  where  they 
need  to  go.  We  can  help  you 
provide  Internet,  voice,  data, 
video,  you  name  it,  all  together, 
with  access  anytime,  anywhere. 
We  re  making  it  so  new  networks 
have  the  same  features  and 
services  as  the  voice  network, 
with  all  the  same  reliability. 

And  we  can  do  it  all  for  you  today 
(Because  isn’t  that  when  you 
need  it? )  Take  the  next  step  In 
moving  your  network  forward 
Give  us  a  call.  You  11  find  our 
capabilities  and  expertise 
nothing  short  of  top-flight. 


The  next  Big  Step 

(Ascend  joins  Lucent  and  networking 
reaches  a  whole  new  level). 
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When  a  software  vendor  apologizes  for  what  it  did  in  Hong  Kong 


determined  by  a  revenue-based 
buy-back  formula.  It  was  ver¬ 
bally  agreed,  moreover,  that  the 
final  details  of  the  joint  ven¬ 
ture,  including  the  buy-back 
formula,  would  be  concluded 
after  six  months. 

But  it  was  a  lopsided  arrange¬ 
ment.  Ng  financed  100  percent 
of  the  venture  in  both  Hong 
Kong  and  China,  shelling  out 
US$630,000  to  get  the  business 
off  the  ground.  Billman,  a  con¬ 
summate  salesman,  had  won 
Ng’s  confidence  by  bringing 
Umang  Gupta  himself  to  Hong 
Kong  to  meet  with  Ng  and  to 


U  really  Sorry 

SYASTEb 


lution  of  all  the  outstanding  is¬ 
sues  with  Gupta's  headquarters. 
Still,  Ng  pressed  ahead  with  the 
business  while  the  Asia  MD  slot 
stood  vacant. 

Eventually  Gupta’s  vice 
president  of  international  op¬ 
erations  asked  Ng  to  help  find 
a  replacement  for  Billman,  and 
Ng  recommended  an  old  friend 
named  Benjamin  Wong,  who 
had  held  management  posi¬ 
tions  with  Digital  Equipment 
and  Sun  Microsystems  in  Hong 
Kong,  and  who  had  told  Ng  of 
his  interest  in  getting  into  the 
software  business. 

- -o 

OH'TVWS  OK.  YOU 
can  T5o  rr  again  if  j 

hove  GOT  THE  MONEY/ 


tifVirs  GA'TeV 


This  is  the  story  of  a 
soured  business  relation¬ 
ship  —  an  intricate  tale 
of  personal  betrayal,  corporate 
greed,  management  naivete,  fi¬ 
nancial  misfortune  and  legal 
maneuvering.  It’s  the  story  of 
a  U.S.  software  vendor  that 
was  compelled  to  formally 
apologize  for  the  way  it  con¬ 
ducted  itself  in  Hong  Kong. 

That  vendor  is  Centura  Soft¬ 
ware,  the  tools  supplier  best 
known  for  its  flagship  product 
SQL  Windows,  and  for  having 
made  what  many  saw  as  a  mind¬ 
less  marketing  blunder  when  it 
changed  its  name  from  Gupta  to 
Centura  in  early  1996  upon  the 
resignation  of  company  founder 
and  CEO  Umang  Gupta. 

On  December  22,  1998, 
Centura  Executive  Vice  Presi¬ 
dent  and  Chief  Financial  Officer 
John  W.  Bowman  wrote  a  letter 
to  Hong  Kong-based  Technol¬ 
ogy  Venture  (Software)  Hold¬ 
ings,  the  company  formerly 
known  as  Eagerquest  that  had 
established  a  joint  venture  with 
Gupta  to  create  Gupta  China/ 
Hong  Kong  in  March  1995.  In 
the  letter,  Bowman  apologized 
for  Centura’s  conduct  relating 
to  its  February  1997  revocation 
of  Technology  Venture’s 
Centura  distributor  status.  And 
that  apology  was  accompanied 
by  a  six-figure  U.S.  dollar  sum 
that  Centura  paid  to  settle  a 
lawsuit  that  Technology  Ven¬ 
ture  had  filed  against  Centura 
in  the  U.S.  But  that’s  the  end 
of  the  story.  Let’s  go  back  to 
the  beginning. 

The  central  character  in  all  of 
this  is  Francis  Ng,  a  Hong  Kong 
IT  entrepreneur  and  a  founding 
principal  of  Technology  Ven¬ 
ture  Holdings,  who  is  now  most 
visible  in  Hong  Kong  as  the 
managing  director  of  TopSoft 
Inc.,  a  systems  integrator  under 
the  Technology  Venture  um¬ 
brella.  Ng’s  modus  operandi  in 
recent  years  has  been  to  strike  a 
deal  with  a  U.S.  IT  vendor  to  set 
up  a  local  distribution  outfit  un¬ 
der  the  name  of  the  vendor,  and 
to  install  himself  as  managing 
director  of  the  operation,  which 


would  serve  as  the  vendor’s  de 
facto  presence  here. 

That  method  of  operation 
was  rooted  in  Ng’s  long-stand¬ 
ing  ties  to  Gary  Leung,  the  fel¬ 
low  software  entrepreneur  who 
brought  Oracle,  Sybase  and 
Powersoft  to  Hong  Kong  in 
much  the  same  fashion.  Ng  in 
fact  served  as  general  manager 
of  Powersoft  Hong  Kong,  an 
independent  Powersoft  distri¬ 
bution  company  set  up  by  Leung 
prior  to  Powersoft's  late  1994 
acquisition  by  Sybase. 

It  was  that  acquisition  that  set 
off  the  chain  of  events  that  cre¬ 
ated  this  story.  A  turf  war  en¬ 
sued  between  Powersoft  Hong 
Kong  (which  was,  remember, 
an  independent  distributor 
that  was  licensed  to  use  the 
Powersoft  name  but  had  no 
direct  affiliation  with  Power¬ 
soft)  and  the  merged  Sybase/ 
Powersoft  organization.  That 
turf  war  prompted  Ng  to  take 
his  entire  team  of  dedicated  lo¬ 
cal  Powersoft  staff  and  defect 
to  Powersoft  arch  rival  Gupta. 

In  doing  so,  Ng  linked  up 
with  George  Billman,  a  Hong 
Kong  IT  rambler  who  in  the 
span  of  just  a  few  years  had 
jumped  from  Informix  Software 
to  Jardine  Information  Systems 
to  Stratus  Computer  before  re¬ 
surfacing  in  the  role  of  manag¬ 
ing  director  of  Gupta  Asia.  No 
longer  under  the  tutelage  of  Gary 
Leung,  Ng  spread  his  wings  by 
forming  a  joint  venture  in  March 
1995  between  his  holding  com¬ 
pany  (then  known  as  Eager- 
quest,  which  he  had  formed 
with  partner  Ron  Chan)  and 
Gupta  to  create  Gupta  China/ 
Hong  Kong.  Ng  and  Billman 
were  now  a  team. 

The  two  sides  agreed  in  prin¬ 
ciple  to  at  least  a  five-year  term, 
and  agreed  that  Gupta  would 
hold  something  less  than  a  20 
percent  stake  in  the  joint  ven¬ 
ture.  The  idea  was  to  follow  the 
buy-back  model  established  by 
Gary  Leung’s  operation  in  the 
cases  of  Oracle  and  Sybase,  so 
that  Gupta  at  a  future  date  would 
come  in  and  buy  back  the  busi¬ 
ness  at  a  price  that  would  be 


give  his  personal  blessing  to  the 
joint  venture.  With  that  bless¬ 
ing.  Ng  was  comfortable  enough 
to  proceed  on  the  basis  of  little 
more  than  a  handshake,  and  to 
allow  the  final  details  to  be  ne¬ 
gotiated  with  Gupta's  headquar¬ 
ters  over  time.  The  overriding 
concern  was  to  get  the  business 
up  and  running  and  generating 
revenue  as  soon  as  possible. 

Then  Billman  dropped  a 
bombshell.  Less  than  three 
months  later,  he  informed  Ng 
that  he  was  leaving  Gupta.  The 
gadabout  had  done  it  again,  this 
time  flitting  to  Forte  Software. 

Ng  was  stunned.  Billman  was 
the  one  who  had  made  this  gen¬ 
tleman’ s  agreement  with  Ng, 
and  he  was  the  one  who  was 
supposed  to  coordinate  the  reso¬ 


Wong's  appointment  was  rub¬ 
ber-stamped  by  Gupta’s  head¬ 
quarters,  which  had  bigger  prob¬ 
lems  to  worry  about  —  like  a 
plummeting  stock  price,  a  share¬ 
holder  lawsuit,  a  legal  dispute 
with  its  auditor  and  more  than  a 
year  of  red  ink. 

But  before  long,  Ng’s  recom¬ 
mendation  of  Wong  would  back¬ 
fire.  According  to  Ng,  his  old 
friend  betrayed  him. 

The  way  Ng  tells  it,  once 
Wong  got  the  nod,  he  introduced 
Ng  to  a  company  called  TPDec, 
and  convinced  Ng  to  make 
TPDec  a  reseller  in  Gupta’s 
Shanghai  region;  TPDec  was 
even  appointed  as  the  prime  con¬ 
tractor  for  a  major  deal  with 
Zhejiang  Telecom.  But  Ng 
claims  that  TPDec  was  com¬ 


prised  of  Wong's  old  cronies 
from  Digital,  and  that  instead  of 
going  through  Ng’s  operation  to 
service  the  account,  they  went 
straight  to  Wong,  who  got  prod¬ 
uct  directly  from  the  U.S.,  by¬ 
passing  Ng  and  company  alto¬ 
gether.  Ng  also  claims,  inciden¬ 
tally.  that  his  old  friend  shafted 
him  by  not  paying  the  rent  for 
office  space  that  Ng  sub-let  to 
Wong,  and  that  other  conten¬ 
tious  issues  arose  as  well.  So 
Ng  found  himself  dealing  with 
a  replacement  for  Billman 
whom  he  didn't  feel  he  could 
trust,  creating  a  setback  to  re¬ 
solving  the  outstanding  joint- 
venture  issues. 

Yet  another  stunning  setback 
occurred  several  months  later, 
in  early  January  1996,  when 
Umang  Gupta  announced  he 
was  resigning  and  that  the 
company  would  be  renamed 
Centura  Software.  That  resig¬ 
nation,  combined  with  a  subse¬ 
quent  management  reshuffling, 
left  the  Gupta  China/Hong 
Kong  joint  venture  in  the  lurch. 
According  to  Ng,  no  one  was 
left  who  understood  the  history 
of  the  venture  and  what  had 
been  agreed  upon. 

Ng  forged  ahead  with  his 
Gupta  venture  —  under  its  new 
appellation,  Centura  Software 
China/Hong  Kong  —  through 
1996  despite  the  unresolved 
joint-venture  issues.  Then  to¬ 
wards  the  end  of  the  year  he  did 
what  many  would  consider  in¬ 
explicable  and  unthinkable  un¬ 
der  the  circumstances. 

In  October  1996  Ng  teamed 
up  with  Forte  Software’s  di¬ 
rector  of  Asia/Pacific  opera¬ 
tions  to  create  a  new  joint  ven¬ 
ture  —  Forte  Systems  China/ 
Hong  Kong.  That  director,  as 
improbable  as  it  may  seem, 
was  none  other  than  George 
Billman  —  the  very  individual 
who  had  abandoned  Ng  to  join 
Forte,  leaving  Ng  with  those 
nasty  unresolved  Gupta  joint- 
venture  issues. 

So  why  did  Ng  agree  to  team 
up  again  with  an  individual  he 
felt  had  burned  him?  In  a 
word,  money.  While  making 


no  bones  about  his  “hatred”  of 
Billman  for  the  way  he  con¬ 
ducts  business,  Ng  saw  the 
Forte  business  as  a  gold  mine, 
so  it  was  worth  it  to  him  to  just 
swallow  the  ill  will. 

The  problem  was  that  not  eve¬ 
ryone  was  willing  to  give  his 
blessing  to  the  union  —  least  of 
all  the  new  management  of 
Centura,  which  saw  a  conflict 
of  interest  because  Forte  and 
Centura  are  in  fact  competitors. 

After  a  year  of  bickering, 
Centura  in  February  1997  uni¬ 
laterally  terminated  the  joint 
venture  and  revoked  Centura 
Software  China/Hong  Kong’s 
distribution  rights.  That  was 
especially  bad  news  for  Ng,  be¬ 
cause  it  left  him  holding  hun¬ 
dreds  of  thousands  of  U.S.  dol¬ 
lars  worth  of  SQL  Windows, 
which  were  ultimately  destroyed 
in  the  presence  of  an  auditor, 
according  to  Ng.  Centura  says 
Ng  had  no  business  holding  so 
much  stock;  Ng  says  he  pur¬ 
chased  the  products  in  order  to 
help  Centura  out  during  a  time 
of  desperate  financial  need.  In 
any  event,  Ng  filed  a  lawsuit 
against  Centura  in  California, 
and  eventually  got  that  formal 
apology  and  six-figure  U.S.  dol¬ 
lar  settlement. 

Yet  Centura’s  stated  position 
on  the  settlement  is  quite  in¬ 
teresting. 

“We  took  a  pragmatic  ap¬ 
proach  to  resolving  this  diffi¬ 
cult  situation  that  was  left  to 
us  by  prior  management,”  said 
Roy  Brady,  Centura’s  current 
Asia/Pacific  managing  direc¬ 
tor.  “The  opportunities  in 
China  are  substantial,  and  we 
felt  that  our  ability  to  take  ad¬ 
vantage  of  them  could  be  com¬ 
promised  if  we  continued  with 
the  legal  proceedings  even 
though  we  were  confident  that 
we  would  prevail  if  pressed  to 
a  legal  determination." 

How  odd.  If  Centura  was  so 
confident,  why  on  earth  did  it 
feel  compelled  to  write  that  let¬ 
ter  of  apology  to  Ng's  organiza¬ 
tion?  Could  the  answer  lie  in 
the  fact  that  we’re  not  supposed 
to  know  that  letter  exists? 
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V1EWP9INT:  Peril  by  e-mail:  Let’s  get  attachments  under  control 


It’s  time  to  declare  war  on  e-mail  attachments.  What  was 
intended  to  be  a  benign  feature  for  shuttling  files  around 
the  Internet  has  turned  into  a  corporate  security  night¬ 
mare.  A  profusion  of  new  viruses  over  the  past  two  months 
has  made  the  problem  alarming.  First  there  was  Melissa 
(annoying  but  not  destructive),  then  C1H  (destructive  but 
not  widespread)  and,  most  recently,  Explorer  (destructive 
and  widespread).  E-mail-based  worms,  which  reproduce 
by  foraging  through  your  address  book,  are  a  brand-new 
phenomenon  that  crackers  are  only  beginning  to  exploit. 
That  means  things  are  going  to  get  worse  before  they  get 
better. 

All  these  viruses  have  one  thing  in  common:  They  ar¬ 
rive  as  e-mail  attachments.  Once  you  launch  them,  there’s 


nothing  you  can  do  to  stop  the  destruction.  That  makes  this  a 
no-win  situation  for  corporate  IT.  You  can't  tell  users  to  stop 
opening  attachments  because  that  neutralizes  the  99.99  per¬ 
cent  of  attachment-bearing  e-mail  that  is  harmless.  You  also 
can’t  reasonably  filter  and  test  every  attachment  that  comes 
into  the  server. 

But  attachments  are  becoming  a  major  security  problem, 
an  anonymous  way  to  deposit  files  from  outside  the 
company  on  users’  computers  without  their  knowledge  or 
consent. 

Corporate  IT  needs  an  alternative  to  them,  one  that  takes 
file  management  away  from  the  sender  and  gives  it  back  to 
the  user.  Files  should  be  deposited  on  a  secure  FTP  server 
with  users  getting  only  a  link  back  to  the  file  name.  Or  IT 


departments  should  have  the  option  of  stripping  files  off 
of  incoming  e-mail  and  depositing  them  in  secured  areas 
where  users  can  retrieve  them  when  needed.  Imagine  how 
much  destruction  would  have  been  prevented  if  compa¬ 
nies  had  been  able  to  eradicate  the  Explorer  virus  in  a 
single  location  instead  of  across  thousands  of  PCs. 

The  leading  commercial  e-mail  products  do  next  to  noth¬ 
ing  to  enable  IT  to  manage  attachments.  If  there  are  good 
third-party  products  available,  let  the  Editor  know  at  the 
e-mail  address  on  the  previous  page.  Let’s  get  control  of 
attachments.  Because  they’re  taking  control  of  us. 


The  author,  Paul  Gillin,  is  editor-in-chief  of  Computer- 
world  in  the  U.S. 
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MARKET  ANALYSIS 


China’s  IT  market  set  to  grow  26  percent 


The 

New  “O' 
Hi  Century 

Group 


The  New  Century  Group  re¬ 
cently  released  a  research  report 
that  summarizes  current  and  fu¬ 
ture  developments  in  China’s  IT 
market.  According  to  the  re¬ 
port,  China’s  IT  market  will 
grow  an  estimated  26  percent  in 
1999.  In  1998,  it  grew  24  per¬ 
cent.  By  2002,  the  market  will 
have  grown  to  reach  a  predicted 
US$  1 7.3  billion  in  terms  of  com¬ 
bined  IT  vendor  revenues. 

China’s  IT  market  was  fun¬ 
damentally  affected  by  regula¬ 
tory  and  policy  changes  that  hit 
high-tech  industries  in  mid- 
1998.  China’s  unofficial  “buy 
local”  policy  and  emerging  lo¬ 
cal  competition  are  two  of  the 
most  significant  changes.  Com¬ 
petition  from  government-aided 
local  firms  is  a  fast-growing 
threat  to  multinationals. 

For  IT  vendors,  the  govern¬ 
ment’s  determination  to  reform 
state-owned  industries  bodes  well 
for  continued  mid-term  revenue 
growth.  The  indications  are  that 
the  government  is  able  and  will¬ 
ing  to  make  policy  decisions  that 
will  provide  continued  growth 
opportunities  in  China’s  IT  mar¬ 
ket  through  the  next  five  years. 

Drilling  dow  n 

The  market  for  large  systems 
is  expected  to  continue  its  pat¬ 
tern  of  negative  growth.  In  fact. 
The  New  Century  Group  expects 
an  average  decrease  in  vendor 


revenues  taken  from  enterprise 
server  sales  of  about  5.8  percent 
over  the  next  four  years. 

New  sales  will  come  prima¬ 
rily  from  upgrades,  emerging 
opportunities  in  the  telecom,  in¬ 
surance  and  travel  industries,  and 
some  limited  further  sales  to  the 
established  finance  and  transpor¬ 
tation  markets.  In  particular,  the 
installed  base  will  generate  op¬ 
portunities  for  large  system  ven¬ 
dors  in  die  areas  of  storage  de¬ 
vices  as  well  as  professional 
service  opportunities. 

Current  growth  in  demand 
for  departmental  servers  is 
coming  mainly  from  the  tel¬ 
ecommunications  sector,  com¬ 
puterization  of  postal  services 
as  well  as  government  network 
projects.  In  general,  depart¬ 
mental  servers  are  expected  to 
see  gradually  decreasing  rev¬ 
enue  growth  over  the  next  three 
to  four  years. 

Vendor  revenues  in  the  PC 
server  segment  constituted  about 
US$438  million  in  1998.  mak¬ 
ing  the  product  segment  one  of 
the  fastest-growing  hardware 
segments  in  China.  Growth  in 
revenues  from  PC  servers  will 
be  even  higher  in  1999  —  re¬ 
sulting  in  about  US$610  million 
in  vendor  revenues  —  but 
growth  will  begin  to  moderate 
in  subsequent  years.  Legend  and 
Dell  Computer  saw  very  fast  PC 
server  sales  growth  in  1998.  It 


is  likely  that  these  two  will  be¬ 
come  key  PC  server  providers 
in  1999-2001.  Currently,  key 
vendors  in  the  market  are 
Hewlett-Packard  and  IBM. 

Growth  in  the  workstation 


market  in  China  will  continue 
to  lag  behind  that  of  other  IT 
segments,  recording  an  average 
yearly  growth  rale  of  about  7.3 
percent  through  2002. 

Workstation  vendors  in  China 


target  the  manufacturing,  gov¬ 
ernment,  telecommunications, 
finance  and  utilities  sectors  as 
well  as  research  institutes.  The 
main  applications  for  which 
workstations  are  used  are  CAD/ 
CAM.  the  Internet  and  intranets. 

In  1998,  sales  of  workstation 
products  were  mainly  to  the  tel¬ 
ecommunications  sector  for 
China  Telecom’s  163  and  169 
information  networks.  The 
products  used  in  this  project 
were  mainly  from  IBM  and  Sun 
Microsystems. 

In  1998,  China’s  desktop  PC 
market  grew  by  37.1  percent. 
Mobile  PC  sales  grew  7.0  per¬ 
cent,  with  gains  expected  to  con¬ 
tinue  despite  slowing  growth  in 
the  overall  economy.  The  most 
prominent  feature  of  China's  PC 
market  in  1998  was  the  number 
of  new  vendors  that  entered  this 
fast  growing,  but  competitive 
market. 

Printers  accounted  for 
US$630  million  worth  of  ven¬ 
dor  revenues  in  China  in  1998. 
representing  8.0  percent  of  the 
total  IT  revenues  taken  for  the 
year.  The  top  three  printer  ven¬ 
dors  were  Epson.  HP.  and  Canon 
in  1998.  Combined,  these  three 
vendors  represent  about  75  per¬ 
cent  of  the  market.  But  local 
vendors  are  further  developing 
domestic  brands  and  will  start 
to  play  a  bigger  role  in  the  mar¬ 
ket  in  2000-2002. 


China’s  software  market  will 
continue  to  see  strong  growth  as 
problems  with  distribution  and 
piracy  are  lessened.  In  particu¬ 
lar,  look  for  application  software 
to  record  strong  growth  in  1999, 
and  to  maintain  an  average 
yearly  growth  rate  of  33  percent 
through  2002. 

Growth  in  IT  services  will 
remain  brisk  over  the  next  four 
years,  growing  at  an  average 
yearly  rate  of  more  than  34.4 
percent  through  the  year  2002. 

The  services  segment  con¬ 
tinues  to  lag  behind  hardware 
and  software  sales,  but  in  1998 
services  revenues  grew  faster 
than  total  IT  revenues.  System 
integration  is  the  most  preva¬ 
lent  IT  service  purchased  in 
China.  It  is.  however,  still  in 
an  evolving  stage  with  most 
systems  integrators  only  capa¬ 
ble  of  doing  simple  jobs.  As 
yet,  most  are  not  able  to  pro¬ 
vide  genuine  total  solutions  to 
users.  Local  systems  integra¬ 
tors  are  giving  strong  compe¬ 
tition  to  foreign  vendors,  and 
users  state  that  the  quality  of 
foreign  vendor  services  is  not 
as  high  as  they  would  expect. 
Local  users  are  increasingly 
turning  to  local  systems  inte¬ 
grators  such  as  Legend, 
Nantian.  Founder  and  Taiji. 

Additional  information  is 
available  at  http://www.thenew 
centurygroup.com. 


IT  Vendor  Revenue  by  Industry  Sector,  1998-2002 

US$  Millions 

1998 

1999 

2000 

2001 

2002 

Banking 

2,305 

2,727 

3,162 

3,558 

3,962 

Financial  Services 

100 

140 

188 

235 

287 

Government 

1,403 

1,830 

2,271 

2.764 

3,262 

Utilities/Energy 

190 

252 

320 

400 

480 

Telecommunications 

694 

961 

1,260 

1,580 

1,932 

Retail/Distribution 

490 

625 

790 

957 

1,120 

Transportation 

908 

1,177 

1,490 

1,804 

2,129 

Manufacturing 

1,160 

1,373 

1,610 

1.839 

2,069 

Health 

59 

80 

106 

138 

174 

Home 

314 

450 

656 

960 

1,360 

Other  Business 

219 

281 

353 

435 

534 

Total 

7,842 

9,896 

12,206 

14,670 

17.309 

Summary  of  Recent  Government  Regulations  and 
Their  Effects  on  Foreign  Vendors 

Impact 

Opportunity 

Support  tor 
local  industry 

•  More  local  competitors 

•  More  competitive  market 

•  More  price  competition 

•  Less  centralized  market 

•  Policy  benefits  for  those  with  JVs 

•  Better  profits  by  increased  localization 

•  Increased  market  access  for  existing 
players.  More  barriers  for  new  comers. 

Smuggling 

Clampdown 

•  Legal  channels  become 
more  important 

•  Foreign  currency 
receivables  increase 

•  A  more  level  playing  field 
for  local  producers 

•  A  local  manufacturing  base  becomes 
critical 

•  Market  share  gains  for  vendors 
with  local  production 

Source:  The  New  Century  Group ,  1999 


Asian  server  sales  rebounded 
sharply  in  first  quarter  of  *99 


Object/relational  databases 
stage  comeback,  analysts  say 


By  David  Legard 

IDG  News  Service,  Singapore 

The  Asian  IT  industry  appears 
to  be  recovering  from  the  re¬ 
gion's  recent  financial  prob¬ 
lems,  at  least  based  on  figures 
for  server  sales  released  last 
week  by  market  research  com¬ 
pany  International  Data  Corp. 

Sales  of  servers  in  Asia  (out¬ 
side  Japan)  for  the  first  quarter 
of  1999  were  26  percent  higher 
than  for  the  equivalent  period 
last  year,  according  to  figures 
from  IDC.  The  results  marked 
the  first  time  in  almost  two  years 
—  since  the  second  quarter  of 
1997  —  that  server  sales  have 
risen,  IDC  said  in  the  report. 

Strong  demand  in  the  large 
markets  of  Korea,  China,  Aus¬ 
tralia  and  Taiwan,  plus  an  up¬ 
swing  in  sales  in  Southeast  Asia, 
contributed  to  the  rise  in  sales 
that  was  seen  in  both  government 
and  private  sectors,  IDC  said.  Sales 
of  low-end  and  mid-range  servers 
was  strong  in  the  first  quarter, 
particularly  for  Windows  NT- 
based  systems,  IDC  said. 

Server  sales  reached  US$998 
million  in  the  first  quarter,  up 
from  US$790  million  in  the 
same  period  of  1998,  with  Ko¬ 
rea  retaining  its  position  as  the 
largest  market  with  a  22.4  per¬ 
cent  share  of  server  sales.  China 
held  the  second-largest  market 
share  at  20  percent,  but  was  the 


•IDC 

fastest-growing  market  among 
the  leading  countries,  with  sales 
up  39  percent  to  US$199  mil¬ 
lion  in  the  first  quarter.  Australia 
slipped  to  third  place,  with  sales 
growing  15  percent  to  US$198 
million,  IDC  figures  showed. 

IBM  retained  its  position  as 


the  leading  server  vendor  in  the 
region  with  a  26.4  percent  mar¬ 
ket  share  in  the  first  quarter  of 
1999.  while  its  three  closest 
competitors  —  Hewlett- 
Packard,  Compaq  Computer  and 
Sun  Microsystems  —  accounted 
for  77.4  percent  of  server  sales 
to  the  region.  Sun  was  the  fast¬ 
est-growing  of  the  major  ven¬ 
dors,  increasing  sales  by  49  per¬ 
cent  over  the  1998  figure. 


Source:  IDC 


By  Clare  Haney 

IDG  News  Service,  Hong  Kong 

Object/relational  databases  are 
set  to  return  stronger  than  ever 
over  the  next  five  years  de¬ 
spite  the  recent  past,  when  up¬ 
take  of  the  technology  was  less 
than  stellar,  a  panel  of  analysts 
at  PC  Expo  in  New  York  said 
last  week. 

Object/relational  databases 
enable  users  to  incorporate 
non-traditional  data  types  into 
their  databases  including  im¬ 
ages  and  video.  Informix  was 
a  prime  advocate  of  the  tech¬ 
nology  several  years  ago,  but 
ran  into  trouble  when  the  com¬ 
pany  promoted  its  object/rela¬ 
tional  database  to  the  detriment 
of  its  existing  RDBMS 

"Over  the  next  six  to  12 
months,  we’ll  have  a  difficult 
problem  of  how  to  make  the 
Web  stuff  work  —  we’ve  not 
solved  it  yet”  said  Paul  Dorsey, 
chief  executive  officer  and 
president  of  New  York-based 
consultancy  Dulcian  Inc.,  one 
of  the  panel  members.  "The 
industry  has  to  get  its  act  to¬ 
gether.  Object/relational  tech¬ 
nology  will  be  most  impor¬ 
tant.” 

All  of  the  panelists  discuss¬ 
ing  the  new  competitive  land¬ 
scape  for  databases  agreed  that 
part  of  the  move  to  more  fully 
embrace  object/relational  tech¬ 


nology  will  be  driven  by  a  con¬ 
tinuing  change  in  the  way  that 
databases  are  perceived,  mov¬ 
ing  from  pure  technology  to 
more  of  an  enabler  for  users’ 
actions. 

“Last  summer,  some  people 
said  that  the  database  industry 
was  dying,”  said  Tim  Quinlan, 
a  Toronto-based  independent 
database  consultant.  “It  was 
due  to  people’s  expectations 
being  too  high.  They  were 
looking  at  technology  to  sup¬ 
port  applications  such  as  ERP 
(enterprise  resource  planning), 
CRM  (customer  relationship 
management)  and  BI  (business 
intelligence).” 

Increasing  use  of  object/re¬ 
lational  databases  will  allow 
developers  to  encapsulate  code 
within  databases,  thus  saving 
network  traffic  and  enhancing 
the  productivity  of  developers 
and  DBAs  (database  adminis¬ 
trators),  according  to  Yuval 
Lirov,  senior  vice  president  at 
New  York-based  trading  house 
Lehman  Brothers.  Since  the 
technology  can  handle  a  range 
of  data  types,  database  queries 
can  become  a  good  deal  more 
complex,  involving  the  query¬ 
ing  of  both  national  and  inter¬ 
national  databases  to  answer  a 
single  involved  question,  he 
said. 

Lirov  also  predicted  that 
within  the  next  five  years. 


OLAP  (online  analytical 
processing)  tools  will  be  in¬ 
corporated  into  all  databases, 
and  databases  will  be  able  to 
interact  with  the  Internet  di¬ 
rectly  through  built-in  compo¬ 
nents. 

There  is  still  plenty  of  work 
to  be  done  on  object/relational 
technology,  said  Dorsey  at 
Dulcian.  “It’s  complex  stuff 
now  —  it’s  not  where  children 
ought  to  play,"  he  added,  esti¬ 
mating  that  it  will  take  five  to 
10  years  for  the  technology  to 
filter  down  to  the  rank  and  file 
of  users. 

Microsoft  is  unlikely  to  fully 
adopt  the  object/relational  ap¬ 
proach  of  database  rivals 
Informix,  IBM  and  Oracle, 
panelists  said,  since  the  com¬ 
pany  uses  a  strategy  involving 
both  its  relational  database  SQL 
Server  and  its  middleware. 
Panelists  drew  attention  to  the 
technology  Microsoft  is  cur¬ 
rently  beta  testing,  known  as 
Tahoe,  as  the  software  giant’s 
way  of  breaking  down  the 
boundaries  between  structured 
and  non-structured  data.  Users 
will  be  able  to  connect  to 
Tahoe  and  ask  structured  data 
queries  of  SQL  Server  and 
non-structured  queries  of 
Microsoft's  next  release  of  its 
Exchange  groupware  software 
code-named  Platinum,  the 
panelists  added. 


Asia-Pacific  (exc.  Japan)  Server  End-User  Revenue, 

Q1  1999  (US$  millions) 

1  Country 

Q1  1999 
sales 

Q1  1999 
market  share 

Q1  1998 
sales 

99/98 

growth 

Korea 

224 

22.4% 

170 

+32% 

China 

199 

20.0% 

144 

+39% 

Australia 

198 

19.8% 

172 

+15% 

Taiwan 

101 

10.2% 

83 

+22% 

Hong  Kong 

58 

5.8% 

41 

+39% 

India 

55 

5.5% 

53 

+4% 

Singapore 

53 

5.3% 

48 

+9% 

New  Zealand 

29 

2.9% 

20 

+45% 

Thailand 

25 

2.5% 

12 

+113% 

Malaysia 

24 

2.4% 

23 

+5% 

Philippines 

17 

1 .7% 

16 

+4% 

Indonesia 

14 

1 .4% 

7 

+93% 

TOTAL 

998 

100% 

790 

+26% 

1  Vendor 

Q1  1999 
sales 

Q1  1999 
market  share 

Q1  1998 
sales 

IBM 

264 

26.5% 

206 

+28% 

HP 

216 

21.7% 

166 

+30% 

Compaa* 

171 

17.1% 

145 

+18% 

Sun 

121 

12.2% 

81 

+49% 

Unisys 

25 

2.5% 

20 

+23% 

Others 

200 

20.1% 

171 

+17% 

Total 

998 

100% 

790 

+26% 

*  Compaq  figure  includes  Digital  and  Tandem  revenues. 
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Year-2000  assessment  tools 


Time  waits  for  no  one 

On  New  Year’s  Eve,  will  you  party  or  panic?  These  Year-2000  tools  help  identify  problems  to  be  fixed  in 
the  next  seven  months  and  provide  smart  asset-management  help  to  last  beyond  December  31, 1999. 


From  the  initial  perception  of  being  a 
“simple"  application-maintenance  issue, 
the  Year-2000  problem  has  escalated  to 
become  a  monster  headache  that  exceeds 
any  other  crisis  that  a  company  may  face  or  has 
ever  faced.  With  a  scope  that  encompasses  not 
only  applications  and  computer  hardware,  but 
security  systems,  elevators,  clock-controlled 
vaults  —  in  brief,  any  device  with  a  chip-based 
gizmo  that  measures  time  —  the  Year-2000 
problem  goes  far  beyond  the  limits  of  an  IT- 
managed  system. 

In  this  Test  Center  Comparison,  we  tested 
Year-2000  options  that  can  help  you  catch  up  on 
the  testing  that  you  still  have  time  to  finish.  Even 
companies  that  have  dedicated  IT  resources  and 
time  to  fix  their  systems  can 
not  be  sure  that  their  efforts 
will  be  repaid  with  a  smooth 
transition  to  the  new  year, 
because  the  intricacy  and  de¬ 
pendencies  among  vari- 


By  Mario  Apicella 


US  InfoWorld 

ous  systems  make  bulletproof  testing  only  wish¬ 
ful  thinking.  Furthermore,  even  if  a  company 
can  avoid  self-inflicted  calamities,  interdepen¬ 
dencies  among  companies  can  transfer  the  Year- 
2000  failure  to  other  organizations  that  rely  on 
services  provided  by  the  more  vulnerable  com¬ 
pany.  Typical  of  this  scenario  are  the  possible 
repercussions  of  a  Year-2000-impaired  public 
utility  company  to  its  customers,  or  more  generi- 
cally,  from  supplier  to  buyer. 

Diversified  legislation  and  Year-2000  sensi¬ 
tivity  in  different  countries  add,  in  a  regime  of 
global  economy,  to  complexity  and  unpre¬ 
dictability.  Here  in  the  United  States, 
a  worrisome  consequence  of  fail¬ 
ing  to  provide  service  because  of 
Year-2000-related  problems  is 
the  potential  exposure  to  liability 
litigation.  The  absence  of 


a  centralized  organism  to  monitor  and  direct 
the  Year-2000  resolution  efforts  favored  the 
spreading  of  autonomous  Internet  “informa¬ 
tion  centers"  offered  by  vendors,  media,  gov¬ 
ernment  agencies,  as  well  as  self-starters,  with 
the  consequence  of  dispersed  and  fragmentary 
information. 

The  dollar  amount  attached  to  fixing  the  Year- 
2000  problem  made  consulting  companies  flour¬ 
ish  like  snake-oil  vendors.  Year-2000-compliance 
certification  has  become  an  easy  money-making 
opportunity  for  operators  who  are  ready  to  issue  a 
certificate  to  any  company  that  sends  enough 
money  and  fills  out  a  questionnaire. 

Once  in  1,000  years 

With  six  months  remaining  until  the  end  of  the 
year,  there  are  still  companies  that  have  done 
little  or  nothing  to  prepare.  According  to  a 
recent  survey  by  International 
Data  Corp.,  small  and  midsize 
companies  are  the  most  likely 
to  be  unprepared,  and  larger 
organizations  are  in  better 
shape.  The  same  IDC  report 
suggested  that  large  compa¬ 
nies  gave  priority  to  solving 
their  mainframe  problems, 
and  could  be  late  approach¬ 
ing  client/server  and  desktop 
issues. 

With  this  assumption,  it  is 
expected  that  for  the  few  re¬ 
maining  months  in  the  Year- 
2000  battle,  the  theater  of 
operations  will  be  the  LAN/ 

WAN  and  networked  PCs. 

The  problems  that  most 
companies  are  likely  to  face 
in  this  area  are:  assessing  and 
correcting  the  combined 
behavior  of  the  real-time  clock  (RTC)  issues  and 
BIOSes;  identifying  OSes  and  applications  that 
could  fail  and  applying  the  updates  or  replacing 
software;  examining  spreadsheets  and  databases 
for  unsafe  date  usage;  and  applying  corrections 
to  data  and  related  code. 

By  now,  we  know  that  there  is  no  silver  bullet, 
and  that  no  software  can  automatically  fix  these 
problems.  But  adopting  a  product  that  helps 
assess  where  the  problems  are  will  allow  you  to 
hone  in  on  the  areas  that  need  the  most  attention. 

The  actual  remediation  will  probably  be  a 
joint  effort  among  programmers,  IT  staff,  and 
users;  and  using  one  of  the  products  that  we 
selected  will  help  keep  everyone  focused. 


For  our  test  scenario,  we  assembled  a  typical 
network  with  Novell  NetWare,  Windows  NT 
servers,  and  client  PCs  running  diverse  Win¬ 
dows  platforms  and  shrink-wrapped  applica¬ 
tions.  We  populated  our  network  with  local 
and  shared  spreadsheets  and  databases,  mak¬ 
ing  sure  that  there  were  instances  of  dates  with 
two-digit  years. 

Countdown  to  midnight 

We  asked  vendors  for  options  that  could  help 
identify  possible  problems  in  the  three  areas  of 
RTC/BIOS,  applications,  and  data  files  in  a 
corporate  environment.  We  tested  four  options: 
Centennial  2000  Pro  Enterprise  Edition  2. 1  from 
Centennial  International;  GMT  Check  2000  Cli¬ 
ent  Server  3.1 1  from  Greenwich  Mean  Time- 
UTA;  Norton  2000  Enterprise  Edition  1 .0  from 
Symantec;  and  Express  2000  Software  Manager 
4.0  and  Adapt/PC  2000,  both 
front  WRQ. 

We  planned  to  dedicate  a 
section  of  our  Comparison 
to  products  that  give  spe¬ 
cific  assistance  for  the  de¬ 
velopment  environment. 
Our  candidates  were  Data- 
Age  from  Cyrano  and 
Navig8  2000  from  Accelr8 
Technology,  but  we  did  not 
receive  the  products  in  time 
to  be  compared. 

Our  most  important  test¬ 
ing  categories  were  ease  of 
use  and  implementation,  re¬ 
liability,  flexibility,  and 
scalability.  A  product  that 
needs  to  be  installed  on  each 
PC  on  your  network  should 
ideally  install  from  a  remote 
location,  without  interfering 
with  the  daily  users'  work,  and  without  requiring 
the  IT  staff  to  make  appointments  with  each 
user.  Furthermore,  the  status  of  Year-2000 
readiness  of  your  clients  should  constantly  be 
updated  to  reflect  changes  caused  by  new  appli¬ 
cations  or  data  files.  The  results  of  our  tests 
show  how  well  the  four  products  meet  those 
requirements. 

Probably  the  most  comforting  conclusion  is  that 
there  is  still  enough  time  to  beat  the  clock.  As  a 
member  of  this  generation  of  IT  professionals,  you 
have  the  opportunity  to  confront  this  once-in-a- 
millennium  challenge.  Choose  your  weapon  and 
let  the  countdown  begin,  because  this  is  something 
that  cannot  wait  until  next  year. 


COMPARISON 
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WRQ  option 


Centennial  option 


■  Express  2000  Software  Manager  4.0 
N  Adapt/PC  2000 

Express  2000  Software  Manager  4.0  from  WRQ 
does  not  limit  its  scope  to  Year-2000  issues,  but 
provides  the  tools  to  easily  manage  applications  on 
your  networked  PCs.  At  US$85.50  per  seat,  the 
combined  offer  of  Express  and  Adapt/PC  does  not 
come  cheaply.  However,  you  should  consider  this 
option  if  you  want  to  finalize  your  Year-2000 
efforts  and  achieve  improved  control  and  manage¬ 
ment  of  your  networked  applications. 

It  is  not  unusual  to  find  dozens  of  applications 
installed  on  an  average  Windows  desktop;  you  can 
count  .exe,  .com,  and  .dll  modules  by  the  thou¬ 
sands.  However,  taking  an  inventory,  assessing 
the  compliance,  and  prioritizing  the  remediation 
effort  of  this  massive  amount  of  application  com¬ 
ponents  are  the  major  challenges  of  addressing  the 
Year-2000  problem. 

The  approach  that  Express  suggests  is  to  concen¬ 
trate  your  immediate  efforts  on  those  applications 
that  are  actually  used  and  therefore  most  in  need  of 
repair. 

In  fact,  with  Express,  you  can  create  an  inven¬ 
tory  of  the  applications  installed  on  your  clients, 
identify  which  are  used,  and  get  the  vendors' 
compliance  information  from  the  included  data¬ 
base. 

To  install  the  software,  we  defined  where  to 
locate  the  central  repository  and  then  chose  the  PC 
on  which  to  run  Express  Console,  the  administra¬ 
tion  tool  that  controls  the  software.  After  that,  we 
modified  the  log-in  scripts  to  include  the  client 
agent  installation  of  Express. 

After  the  log-in,  our  clients  began  to  automati¬ 
cally  update  the  repository.  From  Express  Con¬ 
sole,  we  were  able  to  see  the  applications  installed 
on  each  client,  inspect  the  results  of  their  BIOS 


rollover  test,  and  check  the  compliance  status. 

Data  assurance 

Missing  from  this  picture  was  the  status  of  our 
spreadsheet  and  database  files.  To  cover  those 
aspects,  WRQ  offers  Neomedia  Technologies’ 
Adapt/PC.  Using  the  DataScan  component,  we 
were  able  to  screen  our  spreadsheets  and  ODBC 
databases  for  possible  Year-2000  weaknesses  and 
to  create  a  permanent  record  of  our  findings. 
DataScan  works  interactively  on  only  one  PC  at  a 
time,  and  we  missed  the  automated-collection  fea¬ 
tures  of  Express. 

To  get  the  big  picture,  we  had  to  manually 
import  each  result  file  into  a  central  database 
using  Adapt/PC  Manager,  which  offers  a  com¬ 
prehensive  view  of  the  data  files  in  need  of 
attention,  and  makes  it  easy  to  identify  similar 
departmental  databases  and  spreadsheets. 

We  liked  the  promise  of  order  and  manageability 
that  Express  delivers.  However,  we  would  like  to 
see  more  integration  between  Express  2000  and 
Adapt/PC  2000,  the  option  won  our  Comparison 
and  could  help  you  win  your  Year-2000  battle. 


■  Norton  2000  Enterprise  Edition  1.0 

If  you  need  simplified  delivery  of  Year- 2000  tools, 
an  applications-compliance  database,  and  in-depth 
analyses  of  spreadsheets  and  ODBC  databases,  the 
Enterprise  Edition  of  Norton  2000  may  be  best. 

In  fact,  Symantec  sweetens  the  Norton  offering 
with  the  free  inclusion  of  Norton  System  Center 
( NSC)  that  manages  instillations  and  runs  on  Norton 


■  Centennial  2000  Pro  Enterprise 
Edition  2.1 

If  you  are  looking  for  an  easy-to-use,  inexpensive, 
and  unobtrusive  product  with  an  agent  that  will 
interfere  with  your  users  only  at  boot  time,  for  your 
Year- 2000  remediation  project.  Centennial  2000 
Pro  Enterprise  Edition  2. 1  could  be  for  you. 

Installing  the  product  on  your  network  requires 
four  easy  steps:  Install  Centennial  on  your  Microsoft 
Windows  NT  or  Novell  NetWare  network  server; 
define  the  location  of  your  central  repositories; 
install  the  Control  Center  on  a  Windows  32  client; 
and  modify  the  log-in  scripts  to  activate  the  client 
agent  on  your  target  machines.  The  installation 
process  is  so  streamlined  that  we  were  up  and 
running  in  minutes. 

The  client's  agent  will  quietly  collect  infor¬ 
mation  about  each  PC  and  automatically  update 
the  repository.  From  the  Control  Center  GUI. 
you  can  see  the  information  collected  for  each 
machine,  create  reports,  and  request  additional 
monitoring. 


products,  and  IBM’s  Tivoli  Manager  for  Norton 
2000,  which  provides  integration  with  Tivoli  Sys¬ 
tems’  IT  Director. 

For  a  list  price  of  approxi  mately  US$50  per  seat, 
this  offer  from  Symantec  becomes  an  appealing 
deal  for  companies  that  already  use  Tivoli  or  plan 
to  adopt  other  Norton  software,  such  as  Norton 
AntiVirus. 

To  deliver  and  activate  software  to  remote  PCs 
without  forcing  house  calls,  Symantec  provides 
NSC  as  an  extension  to  Microsoft  Management 
Console.  After  we  installed  NSC  on  our  Windows 
NT  server,  our  next  move  was  to  distribute  an  NSC 
agent  to  each  client  machine,  using  a  log-in  script. 

Once  we  had  installed  the  NSC  agents,  we  were 
able  to  remotely  control  the  installation  of  other 
Symantec  products  from  the  NSC  console.  Setting 
up  Norton  on  the  clients  was  as  easy  as  creating  a 
new  job  to  run,  choosing  Norton  2000  Installation, 
then  selecting  our  target  machines.  We  checked 
that  the  installation  was  completed  without  errors 
from  the  NSC  console  and  prepared  a  new  job  to 
run  the  agent  on  the  clients  every  hour. 

Lump  on  a  log 

Each  agent  creates  logs  of  the  results  of  each 
scan  that  you  can  import  into  the  Norton  2000 


GMT  option— 

■  GMT  Check  2000  Client  Server  3.11 

For  any  company  looking  for  solid  guidance  on 
how  to  handle  the  Year-2000  problem  on  net¬ 
worked  PCs,  GMT  could  be  the  product  that  fits 
the  bill. 

The  option  is  not  cheap,  but  it  has  an  excellent 
database  of  vendors’  applications  compliance 
that  the  company  has  further  validated  with  its 
own  testing  and  advice. 

In  addition,  you  will  get  suggestions  on  the 
methodology  to  use  and  a  set  of  tools  that  can 
take  a  clear  picture  of  the  compliance  status  of 
your  desktops. 

However,  Check  2000  had  the  worst  score  in 
flexibility  and  scalability  because  the  Data  Col¬ 
lator  lacked  reporting  features,  its  central  re¬ 
pository  had  limited  capacity,  and  it  was  the  only 
product  in  this  Test  Center  Comparison  that 
does  not  provide  automated  remote  installations 
of  the  client. 

How  should  I  start  thee 

The  major  components  of  Check  2000  are  a 
Data  Scanner  to  analyze  data  files  accessible 
over  the  network;  clients  to  gather  information 
about  Windows  and  DOS  machines;  and  a  Data 
Collator  to  integrate  and  analyze  the  results 
from  the  clients. 

Installing  the  software  was  hardly  a  chal¬ 
lenge,  but  we  had  to  dedicate  some  effort  to 
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Symantec  option 


Working  around  users’  reboot 

One  unique  characteristic  of  the  client  agent  of 
Centennial  is  that  it  only  runs  at  log-in  time  (acti¬ 
vated  by  a  device  driver  in  config.sys)  and  sits 
quietly  thereafter. 

The  advantage  of  this  unique  approach  is  that 
user  disturbance  is  kept  to  a  minimum.  In  addition, 
the  agent  can  monitor  the  behavior  of  the  real-time 
clock  of  each  PC  and  detect  rollover  problems 
without  booting  from  a  diskette.  However,  an 
obvious  disadvantage  is  that  to  complete  the  moni¬ 
toring  on  each  PC,  the  system  administrator  will 
have  to  wait  for  a  few  log-in  cycles. 

For  example,  after  we  modified  the  log-in  script, 
we  had  to  restart  the  machine  four  times  to  see  the 
results  of  the  hardware  and  BIOS  test.  After  that, 
we  requested  a  data  and  application  scan  from 
Control  Center,  and  had  to  restart  the  client  two 
times  to  see  the  results. 

If  you  can  adapt  to  its  relentless  boot-only  cycle, 
Centennial  can  shed  much  light  on  the  status  of  your 
networked  and  stand-alone  PCs.  The  only  feature 
lacking  was  an  application-compliance  database.  Oth¬ 
erwise.  this  product  can  help  your  remediation. 


Database  to  have  a  centralized  view  of  your 
Year-2000  compliance  status  for  spreadsheets 
and  database  files. 

Surprisingly,  we  were  not  able  to  have  simi¬ 
larly  comprehensive  view  of  our  PC  applica¬ 
tions  and  BIOS  issues,  as  we  could  do  with 
Centennial  2000. 

This  is  unfortunate,  because  the  client’s  agent 
and  the  Windows  application  of  Norton  do  a 
very  good  job  at  detecting  those  problems  and 
even  create  log  files  for  BIOS  and  application 
problems.  However,  the  current  version  of 
Norton  2000  Database  does  not  import  those 
logs.  Although  Norton  can  detect  and  log  appli¬ 
cations  and  BIOS  issues,  it  does  not  have  a  place 
to  view  them. 

We  found  Norton  2000  very  easy  to  install  and 
administer  from  a  central  location,  but  we  would 
prefer  to  have  centralized  reporting  to  also  in¬ 
clude  BIOS  and  applications  issues.  However, 
if  you  can  cover  those  aspects  developing  your 
own  applications  to  consolidate  and  print  those 
logs,  you  should  not  overlook  this  product. 

Better  yet,  look  for  an  upcoming  release  of 
Norton  2000  Database,  due  this  summer,  which 
will  remove  this  limitation,  according  to 
Symantec  officials. 


define  the  execution  behavior  of  the  client 
software.  Check  2000  includes  a  Windows- 
based  tool,  the  Scriptor,  to  help  create  the 
client  configuration  files,  but  it  leaves  you  to 
solve  the  problem  of  remotely  installing  each 
client  and  its  settings. 

However,  creating  a  few  log-in  scripts,  we 
were  able  to  activate  each  client  remotely,  but 
we  certainly  missed  the  easy  delivery  of  the 
client  that  all  the  other  options  in  this  Compari¬ 
son  provided. 

We  had  set  the  Check  2000  clients  to  store 
results  of  each  scan  in  a  directory  that  was 
automatically  created  at  the  scan.  To  look  at  the 
results,  we  started  the  Data  Collator  GUI  and 
imported  the  results.  In  minutes  we  were  look¬ 
ing  at  the  possible  data-compliance  issues  on  our 
clients  and  examining  the  cautious  comments 
from  the  software-compliance  database. 

But  we  had  more  work  to  do,  because  from  the 
Data  Collator  we  could  only  see  which  data  files 
were  on  the  client,  and  to  search  for  possible  date 
problems,  we  had  to  examine  them  using  Data 
Scanner. 

This  product  from  Greenwich  Mean  Time- 
UTA  is  not  the  software  that  you  may  want  to 
adopt  if  you  need  maximum  flexibility,  but  if 
you  have  not  developed  your  own  strategy,  this 
product  will  suggest  one  for  you.  However,  if 
you  need  scalability,  using  GMT  Check  2000 
will  require  too  many  steps  for  it  to  be  feasible  in 
a  large  organization. 


July  1,1999 


A  COMPUTERWORLD  PUBLICATION 


V 


Year-2000  assessment  tools 


IW3 


Results  at  a  glance 


Make  no  mistake,  we  feel  comfortable  recommending 
each  option,  and  you  should  base  your  selection  on  the 
testing  criteria  that  best  suit  your  company. 

If  you  have  a  complex  mix  of  applications,  databases  and 
spreadsheets  that  need  to  be  organized,  categorized,  and  moni¬ 
tored,  you  should  choose  the  strong  combination  of  Express  2000 
Software  Manager  4.0  and  Adapt/PC  2000.  It  lets  you  take  advantage 
of  the  sophisticated  applications  management  and  data-file  analyses 
and  consolidation  that  WRQ’s  products  offer. 

If  your  set  of  applications  is  not  very  large,  does  not  require 
access  to  databases  via  ODBC,  and  you  need  a  comprehensive 
single  point  of  view  to  control  and  monitor  the  state  of  your  PCs, 
Centennial’s  affordable  Centennial  2000  Pro  Enterprise  Edition 
2.1  might  be  your  best  choice. 

If  an  integrated  and  automatically  updated  central  reposi¬ 
tory  is  not  your  top  priority,  but  you  need  easy  deployment  and 
powerful  application  and  data  scanning,  try  Symantec’s  Norton 
2000  Enterprise  Edition  1.0. 

GMT  Check  2000  Client  Server  3.1 1  from  GMT  should  be 
your  choice  if  storing  client  spreadsheets  and  databases  is  an 
exception,  and  the  structure  of  your  organization  suggests  that 
you  will  not  analyze  more  than  500  desktops  at  a  time. 

WRQ  option 

Easy  to  install  and  administer,  the  combined  power  of 
Express  2000  Software  Manager  4.0  and  Adapt  /PC 
2000  stands  above  its  competitors  in  reliability, 
scalability,  and  flexibility.  The  option  can  take  repeated 
snapshots  of  the  software  on  your  PCs  and  update  a 
central  applications  library  with  a  level  of  detail  that  tracks  modules  down 
to  the  build  number.  Its  capability  to  identify  applications  that  are  used 
often  allows  you  to  focus  on  those  first,  and  to  verify  that  each  piece  of 
software  is  properly  licensed.  Adapt /PC  2000  provides  a  companywide 
project  frame  that  lets  you  analyze  your  ODBC  database  and  spreadsheet 
files  and  consolidate  similar  versions.  The  two  products  from  WRQ  leave 
little  to  be  desired  except  for  better  integration. 

Pros 

■  Excellent  applications  and  data  management 
■  Automated  update  of  PCs  repository 
■  Monthly  refresh  of  application-compliance  database 

Cons 

■  Expensive  option 

■  Separate  repositories  for  applications/BIOS,  and  data  files 


Centennial  option 


Centennial  2000  Pro  Enterprise  Edition  2.1  tied  with 
Norton  2000  Enterprise  Edition  1.0  because  it  scored 
consistently  well  in  all  categories.  Centennial  is  easy  to 
install  and  manage  over  the  network,  and  it  creates 
central  repositories  that  its  client  agents  update  without 
requiring  human  intervention.  Centennial  is  the  only  product  in  this  Test 
Center  Comparison  to  provide  a  single  entry  point,  the  Control  Center, 
from  which  you  can  look  at  the  status  of  BIOS,  applications,  and  data  files 
for  each  PC  on  your  network.  The  version  we  tested  does  not  scan  ODBC 
databases,  but  the  capability  is  expected  in  next  month’s  release.  Also,  the 
option  only  states  which  software  is  on  each  PC,  but  unfortunately,  it  does 
not  specify  Year-2000  compliance. 


Pros 

■  Inexpensive  option 

■  Automated  update  of  PC  data  to  repository 

■  Consolidated  hardware/BIOS,  applications,  and  data  repository 


Cons 

■  The  data  scanner  does  not  provide  ODBC  access 

■  Lacks  a  Year-2000-compliant  application  database 


Symantec  option 

Had  we  run  our  Comparison  a  few  months  from  now, 
Norton  2000  Enterprise  Edition  1.0  might  have  scored 
higher,  because  the  next  version  (Norton  2000  Data¬ 
base)  introduces  significant  improvements.  Tied  with 
Centennial,  Norton  nevertheless  installs  easily  over  the 
network,  has  excellent  application-  and  data-analysis  features,  and  pro¬ 
vides  additional  functionality  to  manage  Norton  products  with  Norton  System 
Center.  The  offer  of  Tivoli  Manager  for  Norton  should  appeal  to  companies  that 
adopt  Tivoli  IT  Director.  However.  Norton  fell  short  in  scalability  because  it 
lacks  a  comprehensive  and  automatically  updated  central  repository,  a  feature 
Symantec  plans  to  include  in  Norton  2000  Database. 

Pros 

■  Integration  with  Norton  System  Center  and  Tivoli  IT  Director 

■  Good  applications  and  data  scanning 

■  Monthly  refresh  of  application-compliance  database 


Cons 

■  No  repository  for  applications  and  BIOS 

■  Requires  human-driven  update  of  data  repository 


ence.  GMT  estimates  that  4.5  million  of  copies  of  this  option  were 
installed,  and  plans  to  release  an  improved  version  soon  But  the  option 
is  rigid  in  its  method  for  collecting  data  from  each  PC,  and  it  does  not 
have  a  central  repository  for  results. 


GMT  option 


BottomLine: 


5.2 


GMT  Check  2000  Client  Server  3.11  did  not  score  as 
well  as  its  competitors  in  scalability  and  flexibility,  but 
it  has  good-quality  application-and  data-scanning  ca- 

_  pabilities. 

The  Data  Scanner  rivals  similar  tools  included  in 
the  Symantec  and  WRQ  options  in  terms  of  accuracy  and  ease  of  use. 
One  of  its  assets  is  a  database  of  compliant  applications  that  the 
company  supplements  with  advice  taken  from  its  own  testing  experi- 


Pros 

■  Good  application  and  data  scanning 

■  Integration  with  Novell  ZENworks 

■  Application-compliance  database  supported  by  test  results 

Cons 

■  Difficult  remote  installation  on  the  client 

■  Depository  has  limited  capacity 

■  No  reporting  tools  from  central  repository  for  BlOS/applications 


Preparing  for  your 

Cisco  CCNA 


exam  ? 


Cisco  CCNA  Routing  &  Switching  (Exam  No.640-407) 

List  price:  HK$4,900  CD-ROM  Course ...  4  CBTs;  1  Study  Guide 
HK$4,500  Video  Course ...  4  Videos;  1  Study  Guide 
Special  price  for  PCWorld  Hong  Kong/ 

Computerworld  Hong  Kong  readers: 

HK$4, 165  CD-ROM  Course  ...  4  CBTs;  1  Study  Guide 
HK$3,82S  Video  Course ...  4  Videos;  1  Study  Guide 


Order  from 


http://www.pcworld.  com.hk 


Then  this  training  video  &  CD-ROM  is  a  must.  It's  just  one  of  the  many  top- 
class  training  courses  available  for  purchase  online  from  PCWorld  Hong  Kong 
in  conjunction  with  Training  Solution  (HK)  Ltd.  Why  send  employees  on  a 
course  when  you  can  have  all  the  benefits  of  expert  advice  in-house? 


Training  solution  (H.K.)  Ltd.  Solidify  your  knowledge  of  Cisco  Systems'  technologies  and  prepare  for  your 

CCNA  certification  exam  with  LearnKey  expert  Gary  Crothers.  In  this 
comprehensive  training  series  you'll  learn  about  Cisco  LAN  and  WAN  routers 
and  LAN  switches.  You'll  also  learn  how  to  configure  a  network  to  increase 
bandwidth,  improve  response  times,  and  enhance  reliability  and  quality  of 
service. 


Gary  Crothers  is  a  CCIE,  CCNA,  Cisco  Certified  Solutions  Instructor,  and  a 
Cisco  Certified  Sales  Instructor.  For  over  17  years,  Gary 
has  provided  computer  and  internetworking 
consulting  services  for  many  major  corporations 
including  Cisco  Systems,  Hughes  Aircraft  and 
Southwestern  Bell.  He  currently  teaches  and 
develops  technology  and  technology  marketing 
courses  at  Cisco  Worldwide  Training  Headquarters. 

Special  discount  for  PCWorld  Hong  Kong  and 
Computerworld  Hong  Kong  readers!  Take  advantage  of  the  special  offer,  all 
titles  are  offered  at  a  large  discount  on  the  list  price,  adding  up  to 
substantial  savings  over  a  conventional  training  course. 


«DG 

IDG  COMMUNICATIONS  (HK)  LTD 

Tel:  (852)  2861-3238  Fax:  (852)  2861-0953 


*  Training  Solution  is  a  Content  Provider  of  Hongkong 
Telecom  iTV's  Interactive  Learning  Services. 
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MARKET  PLACE 


Nova  series  iAivc“tfre*  19- Racking  Systems 

Hj Quality  Award  '98  &  Productivity  Award  '96,  Hong  Kong  Industrial  Awards 


Wall  Mounted  Cabinets  LAN  Centres 

•  Heights.  6U  to  1 5U  •  lifetime  warranty  #  ^  |  g„  ^ 

•Depths  18,24  •  variety  of  accessories  " 


He- '  6U  ’o  2I:J 
['"r'+n  19"  ;J 

IV  ♦  Kingdom  Advanced  Products  Ltd. 


19"  Racking  Systems 
Economy  19"  Cabinets  *  w,dlt,s;  ,9"'  23*'  24‘ 


•  Heights:  21U  to  55U 

•  Depths.  24",  30",  35" 

•  Compaq  server  compatible 


Other  Products 

•  open  rack 

•  EMI  cabinet 

•  console 

•  kiosks 

•  custom  designs 

We  deliver  in  China! 


Tel:  2172  7170  Fax:  2172  7270 


I DRAFTING /  Cj, 


AD  Drafting  &  Project  Management  in 
AutoCAD  &  MicroStation 

•Qualified  Engineer  experienced  in  large  projects 
•Disciplined  &  efficient  CAD  Draftsmen  available 
for  on-site  (secondment)  or  off-site  drafting  work 


/AUTOCAD  I 


AutoCAD  2000  &  3D  Studio  Viz  softwares 


•  Authorized  dealer  of  AutoCAD  &  AutoDesk  products 

•  Hot-line  technical  support  for  End-users 

•  Special  support  &  discount  for  Resellers 


/ TRAINING I 


AutoCAD  Training  Centre 

A.M.,  P.M.  &  evening  classes  opened  every  month 


ACAD  SOLUTIONS  LIMITED 

Room  1707-8  New  Tech  Plaza,  34  Tai  Yau  St..  San  Po  Kong,  Kowloon. 

Tel :  2815  9565  Fax  :  2815  9037 


SMC  LAN  Center 

Designed  to  meet  your  specific 
requirements... 


f! 

fives ; 

Authorized  Distributor 

S  MARTLINKAGE 


SmartLinkage  (H.K.)  Ltd.  1902.  Po  sang  Bank  Bidg., 

33  Argyle  St..  Mongkok,  Kin,  H.K.  Tel:  2395  1593  Fax:  2394  7032 


«  »*  N  #lt )  fl  «i>  a! 

AVES  (HONG  KONG)  LTD 


flenW' 

&  Repa'r 

Serv'ces 

fcvaUab'e" 


feV 


Your  Training  &  Presentation  Partner 

MULTIMEDIA  LCD/DLP  PROJECTOR 


MEGAPOWER 

♦  XGA 

♦  1 . 1 00  ANSI  Lumens 

♦  16.7  Million  Colours 

♦  PAL.  SECAM.  NTSC 


LCD  MONITOR 

♦  12.1"  Active  Matrix  TFT 

♦  14.5"  Active  Matrix  TFT 

♦  16.7  Million  Colours 

♦  For  SVGA,  VGA,  Macintosh 


ML-228  /  ML-229 

♦  SVGA /XGA 

♦  700  ANSI  Lumens 

♦  16.7  Million  Colours 

♦  PAL,  NTSC,  SECAM 


t 


AVES  -  Specializing  in: 

•  LCD  Monitors 

•  DataA/ideo  DLP/LCD  Projectors 

•  Overhead  Projectors 

•  Slide  Projector,  Laser  Pointer 

•  Projection  Screen  &  Projection  Furniture 

•  General  A.V.  Equipment,  etc... 


AVES  (HONG  KONG)  LTD.  Room  905,  Eight  Commercial  Tower,  8  Sun  Yip  Street,  Chai  Wan,  HK 


TEL  2566  4514 
FAX  :  2806  8219 


PCMCIA  Card 
Radio 


Suitable  Application:  Warehouse,  P.0.5. ,  Hotel,  Manufacturing... 

For  more  Information:  www.hk.super.net/~marvel 
-T  .[  I  j  J;  /f  irrj  -  V  . Email:  marvel@hk.super.net 

1  China  Office:  Beijing.  Shanghai,  Wuhan,  Xi'an,  Chengdu,  Guangzhou 

Chino  Head  Office:  (86-20)-8657  5456 

^pom  901 , 9/F  .  Tower  A,  Hunghom  Comm.  Centre.  37-39  Mofouwoi  Road,  Kin..  H.K  2927  4368  fax' 2764  8932 


VB  PROGRAMMERS 
AVAILABLE 

We  are  a  VB  developer  looking 
for  long  contract  opportunities 
with  MIS  departments  of  small 
to  medium  size  business. 
Interested  companies,  please 
contact  Ms.  Parry  Chow. 

Unit  702,  Chevalier  House,  45-51  Chatham  Road 
South,  Tsim  ShaTsui,  Kowloon,  H.K. 

E-mail  address:  market@officeclub.net 
Tel:  (852)  2333  3401  Fax:  (852)  2333  3955 


I'owcrson 

UNINTERRUPTIABLE  POWER  SYSTEMS 


V 


GCS 


SMART  UPS 


*  Compact  and  small  size 

*  Perfect  self-protections 

*  Inter  A.V. R.  system 

*  Built  in  RS-232  interface 


IIVVAYUE  SCIENCE  &  TECHNOLOGY  CO.,  LTD. 

Tel:  (852)  2573  1570  Fax:  (852)  2573  1587 

E-mail:  hkgcs@hkstar.com 
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TELEPHONY-TOOL! 


Reach  11,500  EDP  professionals.... 

for  only  $1 ,500 


For  enquiries,  please  call  Andy  Lo  or  Connie  Yip 
Tel:  2861  3238  E-mail:  Mkt_HK@idg.com.hk 


iji  "yyjlijj 
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TeamPal 

Terminal 


(Licnece  Free) 


T2O6on®sii3ss&0]  mm 

•  HEAVY  DUTY  I 

•  HIGH  SPEED  PRINTING  990  CPS  (450  LPM) 

•  ESPON  LQ  COMPATIBLE 

•  BUILD-IN  TRADITIONAL 

&  SIMPLIFIED  CHINESE  CHARACTER  SETS  ^1 

•  AUTO  PAPER  THICKNESS  CONTROL  '<■1 

•  DUAL  INTERFACE 

(CENTRONIC  &  RS232,  AUTO  SWITCHABLE) 

-  for  DEC,  IBM,  HP,  UNISYS  AND  UNIX  SYSTEM 

•  2  BYTE  CODE  PRINTER  DRIVER 
FOR  CHINESE  WIN.  3.1 , 95  AND  NT 


Symmetra,,,  Power  Array" 


AMERICAN  POWER  CONVERSION 

The  Most  Reliable  True  On-line  UPS, 

Guarantee  100%  Computer  Uptime 

•  Upgrade  Capability 

4  — ►  8  12  -*  16KVA 

•  Fault  Tolerant  Capability 

Single  Point  of  Failure 

•  Hot-Swap  Modules 

Easy  maintenance 

•  Remote  Access  and  Control 

Internet.  Telnet.  SNMP,  Modem 

APC  products  have  won  more  awards  than  all  other  ups  vendors  combined 

Sole  Distributor  and  Service  Centre 

—7  Jade  Power  Technology  Limited 

(JyW*  Rm  705-6,  Laford  Centre,  838  Lai  Chi  Kok  Rd,  Kin 
jade  power  Te(  2782  7500  e-mail :  jp@jade-power.com 
Fax  :  2783  7795  http://www.jade-power.com 


Switching  into  the  future 

-  with  10/100  Mbps  Fast  Ethernet  Nways-Switch 


o  n 

From  Germany 


Alfa  Link  Technology  Co.,  Ltd. 
Rm.  1212,  Tower  A,  Hunghom  Comm.  Centre, 
'TM  39  Ma  Tau  Wai  Road,  Hunghom,  Hong  Kong. 
Tel:  2333-0626  Fax:  2333-0820 


AS  INTERNATIONAL  LIMITED 

Rm  1006, 10/F,  Eastern  Harbour  Centre,  28  Hoi  Chak  Street,  Quarry  Bay,  H.K. 
Tel.:  (852)  2887  1796  Fax.:  (852)  2887  6840  http://www.asintl.com.hk 


The  Level  One  10/100  Mbps  Nway-Switches  have  built  in  real  switching  technology  with  full  duplex  capability  on  all  ports 
and  designed  or  mid  and  large  range  of  LANs  to  enhance  workgroup  performance  while  providing  a  high  level  of  flexibility. 


Level  One  5/8  port  SOHO  10/ 100Mbps  Nway  Switch 

*=>  Provides  an  extra  Port  for  MD1  and  MDI-X  mode  changing 

*=>  Complies  with  IEEE802.3  and  802. 3u 

Store  &  forward,  Cut  Through  and  Safe  Cut  Through  architec  tures  with 
wire-speed  filtering  and  forwarding  rate 
o  RUNT  and  CRC  filtering  eliminates  erroneous  packets  to  optimize  the 
netwrok  bandwidth 


Level  One  ProCon  12/24  Port  10/100Mbps  Switch 
o  Ideal  for  deployment  of  multi  high  speed  server  and 
o  Collision-free  data  pipe  for  simultaneous  access  to  the  server 
o  Auto-correction  of  Rx  polarity  reverse 
o  Store  &  forward  Switching 
o  Packet  filtering  /  forwarding 


^  V  ■€  Unit  B-C,  13/F.,  Wing  Hang  Insurance  Building,  9-17  Wing  Kut  Street,  Central,  Hong  Kong 
^  €V€R6€ST  Technologies  Ud.  Tel  :  2541-2982  Fax  :  2544-8466  e-mail  :  info@everbesthk.com  http://www.everbesthk.com 


SEIUinEL 

Software  Protection 

The  best  way  to 
stop  piracy  and 
increase  software  sales 


Sentinel  hardware  keys  are  the  world's  leading 
solution  to  stop  software  piracy.  Secure,  easy 
to  implement  and  reliable.  Sentinel  is  available 
for  all  developer  platforms,  including, 
Windows.  DOS.  OS/2.  Macintosh.  LAN  and 
UNIX. 

Call  today  for  a  Sentinel 
Developer's  Kit!  2333-0626 


PUMA.  LION,  TIGER.  TIGER  PF 

Powerful  Bar  Code  Printer 

•Super  speed  up  12'Ysec 

■  Max  printing  width  Irnm  4"  lo  8.4 

■  Perfect  printing  by  newly 
developed  Near-edge  print  head 

•  Easy  adjustment  ol  lull 

range  material  W 

•  Automatic 
ribbon-saver 

•  Windows/Windows  NT 

driver  available  _  ! 


TudifWarrjDiy) 


ZALTON  ENTERPRISES  LTD. 


Tel:  (852)2928  6098  Fax:  (852)  2341  8886 
E-mail:  mktg@zalton.com 
Internet:  www.zalton.com 


Total  Bax'  Code  Solution  Applications 


TEC 


Bar  Code  Thermal  Printer 

Print  bar  cade,  graphics  include  Chinese 

10  inches  /  sec  print  speed 

Windows  /  DOS  Driver 

Connect  PC,  AS400,  Unix,  Main  Frame 

Heavy  duty,  axpectional  print  quality 

Label  /  tag,  ribbon  accessories 


Bar  Cade  Laser  Data  Terminal 


8048G  Processor,  33MHz 
DOS  E.220S 
PCMCIA  Card  Slot 

16  line  graphics  display  include  Chinese 

Wireless  RF  networking 

2.4GHz  License  free  m 


PERCON 


Data  Collection  network 
Warehouse  control 
Distribution  logistic 
WIP/MRP  system  interface 
Asset  control 

Supply  Chain  Management 
Point  of  Sales 

Visitor  Management  Syster 


I II  III  I  III _ 

Systems  Scanning  Ltd. 
U  ft  £  ML  M  IK  & 


Hong  Kong  Office 
Tel  :  (852)  2370  2227 
Fax  :  (852)  2370  2054 


Guangzhou  Office  :  86-20-81087505 
Shanghai  Office  :  86-21 -62625250 
Beijing  Office  :  86-1 0-62522043 

Chengdu  Office  :  86-28-5212823 


i 


Regional  Mgr  1.1M  Vendor 

strong  sales  management  exp  in 
Telco  /  SP  accounts,  Taiwan  exp  adv 
Business  Dev  Mgr  800K  Vendor 
strong  sales  exp  in  solution  /  consulting 
banking  and  finance  industry  backgmd 
Sales  Mgr  900K  Networking  Vendor 
aggressive  IT  sales,  6  yrs+,  finance 
&  enterprise  sectors 
Marketing  Mgr  900K  Vendor 
5yr+  exp  in  Telco  /  SP  accounts, 
product  forecast,  competitive 
strategic  marketing  analysis 


E-comm  Technical  300K  to  700K 

multiple  posts,  computer  vendor,  e- 
comm,  Internet  /  Intranet 
Senior  Project  Mgr  800K+ 
large  scale  Telco  implementation, 
pre-sales,  project  management  exp 
Contract  SA  /  SAP  30K+  Bank 
4-6  yr  exp,  OLAP,  DBMS,  NT,  UNIX 
Contract  SA  /  SAP  30K+  Bank 
MVS,  Cobol,  CICS,  commercial  / 
retail  banking  applications 
Mainframe  SA  /  SAP  Perm  23K  -  36K 
MVS,  Cobol,  CICS,  5yr+,  Assembler, 
Easytrive,  retail  banking,  credit  card 
Contract  SA  /  SAP  32K+  Bank 
6yr  exp  UNIX  /  MVS,  SAS,  Cobol 
Senior  Systems  Analyst  30K+ 
6yr+,  VB6,  C++,  client  server,  OOD, 
NT,  MCS,  MTS,  SQL,  Web,  Oracle 
Contract  AS400  SA  /  SAP  28K+ 
Cobol,  CL,  retail  banking  appl 
Contract  Object  SA  /  SAP  30K+ 
Object  prog,  RDBM,  Oracle  / 
Sybase,  design  and  development 
Contract  Network  Specialist  35K+ 
3yr,  WAN,  router,  DPNS,  ISDN, 
X.25,  FR,  ATM 
Contract  SA  30K+  Bank 
Cobra,  Java,  C++,  UNIX  /  NT,  systems 
design  and  project  management 

ProSeabch 

Recruitment 

Please  forward  professional  details  to: 

Pro  Search  (Asia)  Consulting 
1602  Dina  House,  Ruttonjee  Centre 
1 1  Duddell  Street,  Central 
Fax  :  2522  9632 
Tel  :  2526  8089  (6  lines) 

Email  :  In  fo  t°>  ProSea rch.  com,  hk 


The  IT  Recruiter 
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PRODUCT  NEWS 


Ascend  broadens  its  DSL  family 


The  DSLMAX  20  supports  Symmetric  Digital  Subscriber  Line. 


Iomega  unveils  card 
drive  for  notebook  PCs 


Ascend  Communications  has 
unveiled  the  DSLMAX  20.  a 
Digital  Subscriber  Line  (DSL) 
access  concentrator  designed  to 
offer  property  developers,  en¬ 
terprises  and  service  providers 
the  option  of  providing  high¬ 
speed  access  (up  to  2.3Mbps) 
to  multi-dwelling  units  such  as 
offices,  hotels,  apartments  and 
education  campuses,  as  well  as 
the  small  office/home  office 
(SOHO)  market  with  minimal 
investment,  company  officials 
said. 

This  entry-level  system  sup¬ 
ports  Symmetric  Digital  Sub¬ 
scriber  Line  (SDSL)  and  pro¬ 
vides  high-speed  secured  access 
over  existing  telephone  wires 
within  buildings  or  local  loops. 

The  DSLMAX  20  fits  into  a 


telephone  closet  or  desktop  in 
a  building  basement,  allowing 
service  providers  to  offer  tiered 
services  based  on  speed  and 
application  requirements  of  the 
users.  The  DSLMAX  20  uses 
multi-rate  capabilities  provid¬ 
ing  speeds  ranging  from 
144Kbps  to  2.3Mbps.  Service 
providers  can  scale  from  eight 
to  32  SDSL  ports  with  the 


DSLMAX  20,  as  well  as  pro¬ 
vide  a  wide  variety  of  WAN  in¬ 
terfaces  (Tl/El  or  DS3/OC-3/ 
STM-1)  to  connect  to  the  data 
network.  In  addition,  it  offers 
integrated  routing  capabilities 
and  throughput  with  a  2.3Mbps 
circuit  speeds  on  each  SDSL 
line  and  throughput  of  up  to 
20.000  packets  per  second. 

For  service  and  network 


management,  the  DSLMAX  20 
utilizes  simple  network  manage¬ 
ment  protocol  (SNMP)  based  on 
the  Ascend  NavisAccess  net¬ 
work  management  system  to 
offer  service  providers  an  end- 
to-end  solution.  This  allows 
service  providers  to  remotely 
manage  and  monitor  the  Ascend 
DSLMAX  20  decreasing  the 
cost  of  implementing  a  DSL 
system,  company  officials  said. 

The  DSLMAX  20  is  currently 
available  for  US$450  per  port 
through  Hong  Kong  resellers 
Unitech  and  Datacraft. 

For  more  information,  con¬ 
tact  Unitech  by  phone  at  2786- 
9228  or  by  fax  at  2307-2280; 
contact  Datacraft  by  phone  at 
2513-3168  or  by  fax  at  2567- 


Iomega  has  announced  its  Clik 
PC  card  drive  —  a  small,  re¬ 
movable  storage  drive  for  note¬ 
book  PC  users.  The  Clik  PC 
card  drive  fits  into  a  PC  card 
slot  which  is  common  in  most 
notebook  and  sub-notebook 
computers. 

The  Clik  PC  card  drive 
comes  ready  to  use  and  needs 
no  extra  cables  or  batteries. 
The  drive  was 
jointly  developed  by 
Iomega  and  Citizen 
Watch. 

With  a  transfer 
rate  of  up  to  600K 
per  second,  the  Clik 
PC  card  drive  ena¬ 
bles  notebook  PC 
users  to  instantly 
access  their  informa¬ 
tion.  Because  this 
new  drive  fits  into 
almost  any  notebook 
PC,  there  is  no  need 
to  carry  additional  storage 
backup  and  a  user  can  share 
information  with  other  note¬ 
book.  PC  users  whose  com¬ 
puters  have  a  PC  card  slot  can 
share,  store  and  archive  infor¬ 
mation  quickly  and  conven¬ 
iently,  company  officials  said. 

The  Clik  PC  card  drive  in¬ 
cludes  Iomega’s  QuikSync  and 
Copy  Machine  productivity 


software.  QuikSync  enables 
users  to  automatically  save 
important  files  to  a  40M  Clik 
disk  without  being  prompted 
and  without  stopping  existing 
activities.  Copy  Machine  ena¬ 
bles  users  to  make  a  copy  of 
a  Clik  disk  using  a  single  Clik 
drive.  QuikSync  and  Copy 
Machine  are  both  Y2K  com¬ 
pliant. 


Iomega  anticipates  that  the 
Clik  PC  card  drive  will  be 
available  in  the  third  quarter 
of  1999  for  HK$  1,680.  A  pack 
of  10  40M  Clik  disks  is  avail¬ 
able  for  HK$850. 

For  more  information,  con¬ 
tact  Iomega  by  phone  at  2197- 
7700,  by  fax  at  2197-7766  or 
visit  its  Web  site  at  http:// 
www.  iomega.  com. 


4268. 

Data  Qeneral  ships  handheld  for  healthcare  pros 


Data  General  has  announced  the  availability  of  WiiN-Pad,  a 
wireless  handheld  computer  designed  for  doctors,  nurses,  ad¬ 
ministrators,  and  other  healthcare  professionals. 

With  WiiN-PAD,  a  clinician  can  record  vital  signs  and 
other  critical  information  while  caring  for  the  patient  at  the 
hospital  bedside,  in  the  emergency  room  or  in  the  patient’s 
home.  By  bringing  wireless  data  communication  to  the  point 
of  care,  critical  patient  data  can  be  collected  accurately  and 
quickly,  company  officials  said. 

WiiN-Pad  was  designed  for  patient  data  collection  and 
allows  communication  with  both  wireless  networks  and 
traditional  LANs  that  support  hospital  and  patient  care 
information  systems.  WiiN-Pad  features  an  integrated  radio 


frequency  card  and  can  be  used  either  as  an  interactive, 
online  tool  or  as  a  batch  —  enter  first,  download  later  — 
tool. 

The  Microsoft  Windows  CE  platform  provides  an  environ¬ 
ment  for  software  providers  to  port  applications  running  under 
the  Microsoft  Windows  operating  system  to  WiiN-Pad,  or 
thin-client  multi-user  NT  applications. 

Some  of  WiiN-Pad’s  features  include  handwriting  recogni¬ 
tion.  an  optional  integrated  digital  camera  with  bar  code  recog¬ 
nition.  and  recorded  voice  playback  capability. 

WiiN-Pad  is  currently  available  starting  from  US$3,000. 

For  more  information,  contact  Data  General  by  phone  at 
2599-6636  or  by  fax  at  2506-0221 . 


The  Clik  PC  card  drive  was  jointly 
developed  by  Iomega  and  Citizen  Watch. 


MARKET  PLACE 


S/390  AS/400 

•  3270/5250 

•  S/390,  AS/400  spool  file  print  to  email,  fax,  file,  printer 

•  S/390,  AS/400  TCP/IP  printing  TM/P 
•fTM  a  Barcode,  Image,  Logo,  Overlay  form,  etc 

•  Mift.  Client  Access  JJfllft'jM 

•  AFP/IPDS  prints  to  HP  LaserJet 

•  LAN,  WAN,  SNA,  TCP/IP,  Gateway,  Twinax,  Coax,  SDLC,  etc. 
•Printer  1  ftM  1  MS  1000  M 


Mm&'mmmmmmzm 

Apuise  Technical  Communication  (HK)  Ltd. 

Room  1603B,  1 6/F,  Eastwood  Centre,  No.5,  A  Kung  Ngam  Village  Road,  Shaukelwan,  HK. 

Tel:  2567  0010  Fax  :  2567  4008  http://www.atc.com.hk 


NEWTECH  TECHNOLOGY 


250VA  -  3000KVA 


Chloride  ups  System 


Also  specialized  in: 

Computer  room  turnkey  design 

Precise  control  A/C 
Raised  floor 

Data  cabling  &  electrical 
Fire  protection 


ISO  9002 
Certified 


HK  Government 
HK  Telecom 
approved  supplier 


Tiie  Jb&ii  ibttoe  Jfui*  IffUber  Series  I 


i-iner  optic 
Distribution  Frame 


19”  Ultra-Wide 
Racking  System 


Action  Precision  Limited 

Tel:  +852  2172  4117  Fax:  +852  2172  4113 
E-mail  :  info@action-hk.com 
Web  site :  http://www.action-hk.com 


SKF  19” Fiber  Series  : 

-  19"  Fiber  Optic  Distribution  Frame 

-  Rack  mounted  &  Wall  mounted  Fiber 
cabinets 


EIA  Standard  Racking  System: 

SK  Series 

-  Panel  Widths  :  1 9”,  23",  24” 

-  Heights  :  6U  up  to  58U 

-  Depths  :  24",  30”,  and  35" 

Open  Rack  Series: 

-  Panel  Widths  :  1 9",  23”,  24" 

-  Heights  :  40U  (standard) 

Wall  Mounted  Series: 

-  Panel  Widths  :  1 9” 

-Heights  :  6U,  9U,  12U,  15U 

-Depths  :  14”,  18",  and  22" 


Other  new  products: 

-  IP  standard  Racking  System 

-  Consoles  &  LAN  Centre 

-  Ultra-wide  Cabinet  for  networking  &  Cabling 


We  also  deliver  in  China 
& 

Ex-stock  in  Hong  Kong 


$1,500 

That's  all  this 
space  costs  per 
week. 

It's  a  low-cost,  yet  effective  way  to 
promote  your  products  and  services 
to  )  1,500  top  EDP  professionals. 

For  more  details,  call  Connie  Yip 
or  Andy  Lo  on 

2861  3238 


Right  FAX  6.0 
offered  the  best. 
Savings  in  time, 
money,  manpower 

Features  Included: 

0  Supported:  Microsoft 
Exchange,  Lotus  Notes. 


CSID.  OCR  AutoRouting 


SMTP/POP3 
0  Web  Client  supported 
0  Phone  books  supported: 
Oulbook  Contact  List.  ODBC 
phone  book 

0  Internet  Fax  Tunnel 
0  DDL  DTMF,  Voice  DTMF, 


International  distributor 


Supported 

0  Native  Documents 
Conversion  supported: 
including:  Word,  Excel, 
PowerPoint 

0  Fax  Management  through 
WaterMark  and  DOCS  Open 


GREENSBORO  TELECOM 

Unit  1 3 1 0B,  Hi-Tech  Industrial  Center 
491-501  Castle  Peak  Road,  Hong  Kong 
Tel:  2755  .3484  http://demo.rightfax.com.hk 
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PCWorld  Hong  Kong  is  the  only  local  monthly 
computer  magazine  devoted  to  helping  business 
users  get  maximum  value  from  their  PCs. 

FREE  subscription  gift 

—  Ulead  Photo  Express  SE 

PljoJo  Edjtinjg  wtth  Fun 

Ulead  Photo  Express  is  the  best  choice  for  your  photo  projects 
-  greeting  cards,  invitations,  sports  cards,  business  cards,  flyers, 
newsletters,  calendars,  screen  savers  and  more! 


Photo  Projects 


Customizable  templates 
make  your  photos  come  to 
life.  Even  create  weekly 
monthly,  and  yearly 
calendars  with  style  and  note 
options. 


Keep  track  of  all  your  photos  in 
easy  thumbnail  albums. 


Animated  Wed  Pages 


With  the  perfect  balance  of  professional  quality  templates  and  easy-to-use 
editing  tools,  plus  the  advantages  of  Photo  Creativity,  Photo  Projects, 
Internet  Photo  Sharing,  Photo  Correction  and  Photo  Collection,  find  out 
today  why  Photo  Express  is  just  right  for  you. 

System  requirement:  Win95/98/NT,  Intel  Pentinum  or  above 


Photo  Albums 


www.ulead.com 


If  you  subsequently  decide  to 


Smudge,  pinch,  punch,  and  distort 
photos  with  morphing.  Share  your 
animated  fun  on  the  Web. 


cancel  your  subscription,  you  will 


receive  a  full  refund  on  any 
unmailed  issues  unless  your  free 


Deadline  for  this  offer 


gift  has  been  redeemed. 


31  July  1999 


Visit  us  on  the  Web  at  http://www.pcworld.com.hk 


Yes! 


Please  start  my 


Jnew/renew)  subscription  to  Sot.gk 


from 


(Your  personal  dala  will  be  used  lo  provide  you  wilh  information  relating  to  other  products  or  services  and  it  you  do  not  wish  to  receive  such  information,  please  write  to  our  Circulation  Department. I 


Name:  Mr/Ms/Mrs  _ 
Company: _ 


(Your  HKID/Passport  No  t 

_ Title: _ 


_HK  ID/'Passport  No.: 


lo  be  provided  for  verification  ♦For  foreign  subscribers  except  Hong  Kong  residents.) 

_ Business: _ 


O  Home 

Address:  O  Office  _ 
Tel: _ 


(Company ) 


(Direct  No.) 


Fax: 


(Home) 

E-mail: 


(Mobile) 


(Pager) 


(Company ) 

Your  title 

ONE  answer  only. 


(Home) 


check  the  classification  which  closely  applies). 


101  -  Chairman,  president 

102  -  Chief  executive  officer,  managing  director,  partner 

103  -  Owner,  sole  proprietor 

104  -  Chief  operation  officer,  director,  general  manager 

105  -  Associate/vice  president 

1 06  -  Company/corporale  secretary 

107  -  Director/manager  accounting/finance,  auditor,  controller,  treasurer 

108  -  Director/manager  logistics/mcrchandising/purchasing 

109  -  Director/manager  human  resourccs/pcrsonnel/training 

1 10  -  Director/manager  administration/office/operation 

1 1 1  -  Director/manager  marketing/research  and  devclopment/sales 

112  -  Director/manager  advertising/public  relations/media 

113  -  Dircctor/managcr  factory /plant/product/production 

201  -  Dean,  headmaster,  principal 

202  -  Professor,  senior  lecturer 

203  -  Instructor,  lecturer,  teacher,  tutor 

204  -  Librarian 

301  -  Judge,  lawyer,  magistrate,  solicitor 

302  -  Dentist,  doctor 

303  -  Architect,  huilding/land  surveyor 

304  -  Advisor,  management  consultant,  researcher 

401  -  Chief  information  officer 

402  -  Director/manager  computer/DP/MIS 

403  -  Director/manager  programming/project/systems 

404  -  Director/manager  database  management 

405  -  Director/manager  communications/networking 

406  -  Director/manager  engineering/support/technical 

407  -  DP/systems  auditor/officer/supervisor,  chief/lead  programmer,  project  leader 

408  -  Systems  controller.  Sr  systems  analyst.  Sr  programmer 

409  -  Network  administrator/supervisor 

501  -  Systems  administralor/consultant/executive/specialist 

502  -  Systems  analyst/programmer/co-ordinator 

503  -  Software  designer/developer 

504  -  Engineer  hardware/research/systems/lelecoms 

505  -  Engineer  applications/software 

506  -  Engineer/execulive  network  support 

507  -  Engineer/executive/officer/specialist  customer  servicc/syslcms  support/technical 

1.  Where  do  you  use  a  PC?  (Please  tick  all  that  apply.) 

101  Use  at  work 

102  Use  at  home  for  business/professional  purposes 

103  Use  at  home  for  recreational/educational  purposes 

1 04  Use  while  travelling  for  business/professional  purposes 

1 05  Use  while  accessing  the  internet  or  online  service 

3.  What  is  your  role  in  buying  PC  and  related  products  for  yourself 


(Company)  (Personal) 

508  -  Engineer  building  services/civil/elcctncal/manufactunng/mechamcal/tcchnical 
601  -  Execulive/officer  (general) 

701  -  Other,  please  specify _ ____ 

901  -  Student 

Your  company’s  business  or  industry 

(check  the  classification  which  closely  applies). 

ONE  answer  only. 

101  -  Computer  hardwarc/penpherals  manufacturer 

102  -  Computer  software  developer 

103  -  Computer  dealer/distributor/VAR 

104  -  Computer  services  bureau/consultancy,  systems  integrator 

105  -  Internet  services  provider 

106  -  Telecommunications 

201  -  Other  manufacturing  (excluding  computer) 

301  -  Accounting,  auditing 

302  -  Financial  institutions 

303  -  Insurance 
401  -  Trading 

501  -  Government 

502  -  Military 

503  -  Health/medical  services/consultancy 

504  -  Education 

601  -  Utilities 

602  -  Research 

603  -  Transportation 

604  -  Broadcasting,  electronic  media,  radio,  television 

701  -  Agriculture,  fishing,  forestry 

702  -  Mines,  oil.  quarries 

703  -  Architecture,  building  construction,  development,  property,  survey 

801  -  Management/personnel  consultancy 

802  -  Legal 

803  -  Catering,  club  entertainment,  hotel,  tourism 

804  -  Advertising,  promotions,  public  relations 

805  -  Publishing,  printing 

806  -  Charities 

901  -  Other,  please  specify 

902  -  Student 


2.  Is  your  PC  connected  to  a  network? 

101  Yes  102  No 


4.  How  many  employees  does  your  company  have 
in  Hong  Kong  ? 


101 

103 

105 


Approving 
Recommending 
None  of  the  above 


101 

1  -20 

102 

21  -  100 

102  Evaluating 

103 

101  -  500 

104 

501  -  1000 

104  Purchasing 

105 

1001  -  10,000 

106 

over  10,000 

107 

Not  applicable 

Subscription 

Fee 


Hong  Kong 
Macau 


O  1  year  -  HK$  350 
O  1  year  -  HK$  405 


O  2  years  -  HK$  486 


Countries  within  Asia 
Countries  outside  Asia 


O  1  year  -  HK$  663  or  US$  85 
O  1  year  -  HK$  741  or  US$  95 


Payment 

Method 


o 


Charge  my  credit  card  (  AE  /  Visa  /  Mastercard  ) 

(For  Credit  Card  payment,  you  can  fax  the  order  to  (852)  2569-4296.) 

Card  No.: _ Expiry  Date:  _ 


Signature:  _ 


Date: 


For  Official  Use  Only 


Auth  Code: 
Date: 


O  Cheque  enclosed  payable  to  IDG  Communications  (HK)  Ltd. 


101 -CW99/07PCW 


Please  return  this  form  to 


Circulation  Department,  IDG  Communications  (HK)  Ltd,  Suite  1701,  K.  Wah  Centre, 
191  Java  Road,  North  Point,  Hong  Kong.  Tel:  (852)  2861-3238 


AFTER  HOURS 


Rose  is  worried  about  her  weight,  but  Bobby’s  watching  Sybase 


Mexico  seems  like  a  very  long  time 
ago  now.  and  I’ve  spent  the  past  week 
watching  my  suntan  fade.  Rose,  on 
the  other  hand,  has  been  pondering 
the  extra  pounds  she  picked  up  eating 
all  those  burritos  and  drinking  all 
those  margaritas.  She’s  now  deter¬ 
mined  to  go  on  a  strict  diet. 

While  Rose  tries  to  control  the  dam¬ 
age  she's  done  to  her  hips,  Sybase  is 
doing  damage  control  with  its  new 
PowerBuilder  7.0  development  suite. 
One  user  reports  that  when  typing 
PowerScript  code,  memory  leaks  of 
2M  occur  every  10  minutes.  Sybase 
fixed  the  problem  (sort  of)  by  send¬ 
ing  the  user  Version  6.5,  which  users 


couldn’t  install  because  it  only  in¬ 
stalls  on  top  of  6.0.  which  Sybase  is 
now  sending  to  them  for  free. 

So,  they  only  need  to  install  6.0. 
then  install  6.5,  and  then  download 
6.5.1  from  the  Web  site  to  get  by 
until  the  7.0  service  release  appears 
online.  Sounds  simple  enough. 

It’s  far  from  simple  over  at  IBM, 
where  the  company  is  apparently  con¬ 
ceding  that  Java  may  not  be  the  answer 
to  everything  —  especially  on  the  cli¬ 
ent  side.  IBM  insiders  whisper  excit¬ 
edly  that  a  good,  fast  XML  parser  is 
now  far  and  away  more  important  than 
a  snappy  Java  virtual  machine  on  cli¬ 
ents  (big  and  small)  —  and  maybe  even 


0TES  FROM  THE  FIELD 

—  Robert  X.  Cringely 


on  midtier  servers.  The  new  race  is  to 
establish  XML  everywhere.  I’m  told 
—  and  I  believe  it. 

And  speaking  of  IBM.  some  other 
minds  within  Big  Blue  believe  it’s  time 
for  an  “industry  group  outside  of  Sun” 
to  define  the  best,  general  enterprise 
architecture  for  Java.  Think  of  it  as  the 
United  Nations  for  Java  that  is  in  an 
objective  position  to  say  how  both  prod¬ 
ucts  and  specs  should  line  up  in  typical 
settings.  That  way  no  specific  compa¬ 


ny’s  product  strengths  or  weaknesses 
would  be  reflected  in  the  best  platform 
assemblage  of  Java.  Call  it  J -business. 

IBM  may  be  the  biggest  Java  ISV. 
but  it  has  competition  if  it  wants  to 
claim  the  biggest  Java  application. 
United  Parcel  Service  is  building  a  Java- 
based  logistics  system  that  it  says  will 
be  the  world's  largest  Java  application. 
It  uses  an  app  server  from  XML  ven¬ 
dor  Bluestone,  I’m  told. 

Meanwhile,  Oracle  is  running  ra¬ 
dio  ads  at  the  moment  in  the  San 
Francisco  Bay  area  seeking  Java  de¬ 
velopers.  but  elsewhere  it’s  contrac¬ 
tion,  not  expansion.  A  source  close 
to  the  company  reports  that  the  Ora¬ 


cle  Data  Center  is  going  through  lay¬ 
offs,  with  at  least  15  people  gone 
within  a  two-day  period.  Even  more 
layoffs  are  reported  in  the  product 
lines,  the  source  said.  The  odd  part  is 
that  they  are  letting  some  of  their 
best  talent  go  and  so  some  people  are 
being  snatched  up  by  other  compa¬ 
nies  within  24  hours  of  their  layoff. 

Finally,  one  reader  found  out  the  hard 
way  that  TurboTax  files  saved  to  Zip 
disks  can  never  be  opened  again.  He 
said  Intuit’s  tech-support  line  said 
they’ve  known  about  this  problem  for 
some  time,  have  not  documented  it 
on  their  Web  site,  and  apparently  are 
not  fixing  it,  either. 


RESEARCH 


RIZONS 


Hot  is  cool.  Corporate  users  troubled  by  Java’s  client-side 
performance  should  see  some  relief  next  year  when  Sun 
Microsystems  builds  a  HotSpot  Performance  Engine  in  to  its 
Java  2  Platform  for  desktop  computers. 

Sun  officials  said  the  smaller  footprint  virtual  machine  (VM) 
—  which  is  due  by  the  end  of  March  2000  —  will  help  applica¬ 
tions  start  faster  and  reduce  the  pauses  that  occur  with  applica¬ 
tions  that  use  Java’s  Swing  graphical  user  interface. 

But  though  corporate  users  said  they  would  welcome  the 
new  HotSpot  VM  for  performance  reasons,  that  won’t  mean 
the  end  of  client-side  headaches.  They  still  have  to  make 
sure  their  end  users  get  that  Java  2  Platform,  Standard  Edi¬ 
tion  VM  on  their  desktops. 

“Until  the  browsers  are  consistent,  it’s  no  value  to  me,” 
said  Thomas  Geer,  a  software  engineer  at  Visa  International 
in  San  Francisco. 

Companies  that  can  control  end-user  environments  can  de¬ 
liver  the  new  VM  via  Sun’s  Java  plug-in.  But  in  Geer’s  case, 
end  users  at  banks  access  applications  via  the  Internet. 

The  two  major  browser  vendors,  Microsoft  and  Netscape 
Communications,  have  erratically  supported  Java.  Netscape’s 
upcoming  Navigator  5.0  browser  promises  to  have  upgraded 
Java  support,  but  it’s  unlikely  that  the  new  HotSpot  VM  will 
make  it  into  that  version. 

Meanwhile,  Microsoft  and  Sun  remain  embroiled  in  a 
contract  dispute  regarding  Microsoft’s  failure  to  provide 
complete  support  for  Sun’s  Java  technologies. 

That  combination  of  vendor  and  performance  issues  has 
led  many  corporate  developers  to  use  HTML  (the  Internet 
programming  language)  and  JavaScript  when  they  use  brows¬ 
ers  as  clients.  But  several  users  said  HotSpot  will  be  worth  a 
look. 

“Anything  we  could  do  to  get  better  performance,  we’d  be 
looking  at,”  said  Lisa  Villarreal,  a  senior  vice  president  in 
technology  services  at  Charles  Schwab  &  Co.  in  San  Francisco. 

Last  week’s  HotSpot  performance-boost  pledges  extended  to 
the  server  as  well.  Sun  said  HotSpot  2.0  —  which  promises  a  30 
percent  to  40  percent  performance  improvement  —  is  expected 
by  year’s  end.  An  early  access  release  will  be  available  in 
August,  company  officials  said. 

*** 

Small  is  big.  IBM  has  begun  shipping  a  tiny  hard  disk  drive, 
which  it  claims  is  the  world’s  smallest. 

The  microdrive  is  now  be¬ 
ing  shipped  to  key  OEM  part¬ 
ners  in  the  small  form  factor 
storage  arena,  IBM  said  in  a 
statement  issued  last  week. 

The  microdrive  can  be 
used  for  storage  for  digital 
cameras,  handheld  comput¬ 
ers,  PDAs  and  notebook  computers,  IBM  said.  The  storage 
disk  will  also  be  used  in  future  generations  of  digital  audio 
devices  for  portable  MP3  players. 

Diamond  Multimedia  Systems  announced  future  versions 
of  its  Rio  MP3  devices  will  include  the  IBM  disk  drive 
allowing  listeners  to  store  several  hours  of  CD-quality  mu¬ 
sic,  according  to  the  statement. 

The  microdrive  weights  16  grams  and  measures  1.68  inches 
by  1.43  inches  by  0.19  inches.  It  can  hold  up  340M  of  data 
or  the  equivalent  of  what  could  be  stored  on  200  standard 
floppy  disks,  IBM  said. 

The  microdrives,  which  will  come  with  a  PC  Card  adapter 
and  field  case,  will  be  available  in  the  U.S.  and  Japan  in  the 
third  quarter  of  this  year,  IBM  said.  The  cost  at  retail  level 
will  be  US$499. 
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Your  business  is  growing.  You 
want  to  position  your  brand 
and  build  customer  loyalty 
through  effective 
communication  means.  But 
you  don’t  want  to  risk 
investing  time  and  money 
hiring  and  training  people  with 
low-level 
skills ? 


Call  us  now  for 
further  details  on 
custom  publishing  or 
send  your  inquiries 
to  our  Custom 
Publishing  Unit  at 
e-mail: 

cstm_hk@idg.com. hk 
or  tel:  2861-3238. 


is  the  answer  for  you.  We  are 
dedicated  to  help  you  move  in 
the  right  direction.  Our 
specialists  can  work 
effectively,  creatively  and 
proactively  with  you  to 
achieve  your  objectives  by 
producing  publications  which 
are  useful  and  entertaining  for 
readers  and  effective  for  you. 

No  matter  what  your  choice  is 
-  special  advertising  sections 
in  our  publications,  brochures, 
newsletters,  custom  magazines 
or  anything  you  can  imagine, 
we  can  help  you  put  your 
messages  across. 


Besides  IT,  our  expertise 
covers  all  aspects  of 
publishing: 

scheduling,  planning  & 
commissioning 
writing  &  creating 
illustrations 
translation  &  subbing 
design,  typesetting  &  layout 
paper  buying  &  printing 
distribution 
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See  how  DB2  Universal  Database  is  powering  e-business, 
and  preview  the  new  Version  6.1  at  www.software.ibm.com/db299 
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DB2  Universal  Database.  Faster  than  the  fastest  expanding  e-business.  With  over  one 

million  l)B2  server  licences  in  force  and  40  million  users  worldwide,  Dataquest  Inc.  declares  IBM  number  one  in  sales  lor  database 
technology.  DB2  is  a  fully  Web-enabled,  multimedia,  relational  database  management  system,  with  data  warehousing  and 
data  mining  capabilities.  Strong,  reliable  and  scalable,  DB2  is  the  perfect  platform  on  which  to  build  your  e-business. 
In  fact  tens  of  thousands  of  companies,  large  and  small,  have  already  chosen  IBM  as  their  valued  e-business  partner. 


Now  there’s  a  new  DB2,  Version  6.1.  Even  easier  to  use  and  manage,  I)B2  Version  6.1  includes  many  new  features  to 
power  e-business  solutions  such  as  e-commerce,  ERE.  SCM,  Web-enabled  self  service  and  Business  Intelligence. 
In  addition,  new  DB2  Everywhere  and  DB2  Satellite  Edition  offer  mobile  and  olf-site  employees  instant  accessing 
and  synchronising  ol  data  via  handheld  devices  and  portable  computers.  It’s  enhanced  capabilities  and  superior 
performance  such  these  that  have  made  DB2  the  world’s  most  popular  software  for  database  management. 

To  find  out  what  the  new  DB2  can  do  for  your  e-busincss,  drop  by  _ _  _ 

w 'ww.software.ihm.com/ db299  or  call  the  IBM  Sales  Center  at  2825  7878.  Solutions  for  a  small  planet “  ~  r  n® 


Free  Seminar  -  DB2  Version  6.1  “Powering  the  world’s  e-business  solutions” 


See  the  new  DB2  Version  6.1  and  learn  how  it  is  powering 
e-business  to  success,  worldwide. 

Date  8  July  1999 

Time:  2:00  p.m.  to  5:00  p.m. 

Venue:  Room  601,  Hong  Kong  Convention  and  Exhibition  Center, 
1  Harbour  Road,  Wanchai,  Hong  Kong 

Registration 

Email:  Email  your  details  to  ibmhk_@hk1.ibm.com 

Phone:  Call  the  IBM  Sales  Center  at  2825  7878 
Fax:  Fax  this  coupon,  or  an  enlarged  copy  of  your  business  card, 

to  2523  0460. 

□  Yes.  Please  enrol  me  in  the  free  seminar. 

D  No.  I  cannot  attend,  but  please  contact  me  with  more  info  on  DB2. 


(Please  print  in  capital  letters.) 

Name: _ 

Title: _ 

Company: _ 

Address: _ 


Tel: _  Fax: _ 

Email : _ 

_ cw 
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